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PART PAYMENT PLANS 
AFFECT AUTO HAZARD 


Enormous Number of Cars Being Pur- 
chased on Credit Raises Serious 
Underwriting Question 








SPECIAL RATES TO DEALERS 





Concessions Made for Volume of Busi- 
ness that Shows Some Extra- 
Hazardous Features 





A recent development in automobile 
underwriting has been the demand for 
coverage and incidentally, for some 
small concessions in the rates upon cars 
sold in one way or another for bor- 
rowed money. 

The number of automobiles which are 
purchased upon mortgage, part payment 
and other systems involving a depar- 
ture from the custom of cash payment, 
is remarkable. Not only do individual 
dealers sell otherwise than for cash, but 
large corporations are formed—some 
perfectly reputable, and a few perfectly 
otherwise—for the sole purpose of fi- 
nancing the purchase of cars by per- 
sons of little or no means. These cor- 
porations have a controlling voice in 
the insurance of a vast number of cars. 
They have also certain constitutional 
and chartered objections to paying the 
market rate, if they can get less—and 


hence the question. 
Different Risk When in Owner’s Hands 

The correct method is, of course, for 
the dealer or financial corporation to 
insist upon the purchaser taking out a 
regular policy at the standard rate, 
suitably endorsed to protect the inter- 
est of such dealer or mortgagee. While 
special rates have been, and may prop- 
erly be given upon a dealer’s risk where 
the road hazard is small and the fire 
rates upon the locations covered are the 
controlling factor, such rates have no 
proper applications whatever to cars 
which have passed into the possession 
of purchasers. Once a car is in the 
hands of the ultimate consumer, it is 
subject to all the hazards, perils, and 
uncertainties which such consumers 
usually provide. The fact that it was 
not bought for cash does not improve 
the risk. 

The underwriter is well aware of 
these circumstances; and where a small 
dealer is involved, it is comparatively 
easy for stern virtue to say no to the 
blandishments of the applicant, and to 
demand a full rate for what is certainly 
a very full risk. But when a large fi- 
nancial corporation, interested in hun- 
dreds of purchased cars, offers a large 


(Continued on page 12.) 
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“Che largest fire insurance company in America” 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
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North British 
and Mercantile 
meee SU IMSurance Co. 


1866 


Established 1809 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 














SPRINGFIELD 


Fire & Marine Insurance Co. 


Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 

subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 





is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 





SPRINGFIELD, MASSACHUSETTS 





ROYAL ARCANUM MEN 
PLAN INVESTIGATION 


State Councils Demand Delay in Rate 
Increases Pending Investigation by 
New Actuaries 








INSOLVENT UNDER MOBILE LAW 





Must Comply With New Massachusetts 
Requirements by January 1—What 
Supreme Council Says 





On September 6, a special commis- 
sion composed of five supreme officers 
of the Royal Arcanum will meet to re- 
ceive the report of the special actuaries 
appointed early this summer to make 
an independent study of the rates of 
the organization. It had been decided 
at the Supreme Council Session in At- 
lantic City in May that an increase in 
the rates was made compulsory by the 
adoption in Massachusetts of the Mo- 
bile law, which compels all fraternal 
organizations to show an actuarial 
solvency of 90 per cent. This law re- 
quires that the Royal Arcanum shall 
adjust its rates to produce the neces- 
sary increased revenue by January 1, 
1917. 


An Independent Investigation 

The actuaries who are now studying 
the Royal Arcanum rates are new and 
independent actuaries who have never 
before been consulted by the Order. Af- 
ter the executive committee had report- 
ed the need for the increased rates, a 
larger number of the State representa- 
tives protested against putting the pro- 
posed new schedules into effect until 
the members at large had been given 
an opportunity to make an independent 
investigation of the situation. 

The grand council of New Jersey, in 
co-operation with a number of other 
States, is behind the new move to se- 
cure an independent investigation of the 
organization’s condition and in a com- 
munication to members the New Jersey 
Council says: 

“We desire to call the attention of 
our membership to the fact that while 
the valuations required by the State 
laws will make a readjustment of our 
rates necessary, they cannot be enacted 
into law until September and will not 
become effective until December 1, 
1916, or January 1, 1917. We would, 
therefore, suggest that, pending the ad- 
justment of the new rates, all prospec- 
tive candidates be advised to take Op- 
tion ‘D.’ 

Rates Insufficient 


“From the above our membership 
will readily understand our position in 
the matter, and it behooves us all to 
seriously consider the advisability of 
looking at the subject in a fair and 
business-like manner. 

“We are confronted with two facts 
that speak for themselves. Our table 
of regular rates and our half-cash plan 
have been proven insufficient to create 
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a proper reserve, and the Mobile law 
compels us to so re-adjust these rates 
that our organization will be placed 
on a sound financial basis. 

“We all want to feel that there will 
be no question whatever in regard to 
our solvency; we want to feel that 
when the time comes for us to pass into 
the Great Beyond that our benefit cer- 
tificates will be paid in full, and to ac- 
complish the desired end it is well for 
us at this time to prepare for the future 
by having rates that will meet the re- 
quirements of the law and assure to us 
the stability and permanency of our 
beloved Order.” 


Expenditures Exceed Receipts 

In an open letter to all members the 
Supreme Regent says in explanation of 
the Order’s condition: 

Feeling, that some explanation is 
needed to supplement the notice of the 
Supreme Secretary with reference to 
the increase in Supreme Council dues, 
let me say that at the session of the 
Supreme Council, held May 19 to 26, 
1915, the Executive Committee in a 
comprehensive report recommending an 
increase in Supreme Council dues, 
showed that for the six years preced- 
ing, the expenditures from our general 
fund exceeded the receipts of the sum 
of $50,564.91, and I quote from this re- 
port the following: 

“A careful consideration of all the 
facts and figures pertaining to the his- 
tory of our Society would seem to show 
conclusively that at no time has there 
been an extravagant or needless ex- 
penditure of money from our general 
fund: that on the contrary, more money 
could have been spent with advantage 
to our Order if our resources had been 
sufficient to enable us to do so.” 


Rigid Economies Failed 

The Special Committee on Revenue, 
to whom this report was referred, con- 
curred as to the need of increased rev- 
enue, but were of the opinion that no 
increased burden, however small, should 
be placed upon our membership at that 
time, and in the belief that during the 
coming year, economies might be ef- 
fected in several departments to which 
they directed attention, and that in the 
meantime commercial conditions would 
improve, they recommended that no ac- 
tion be taken, which report was 
adopted. 

At the recent session of the Supreme 
Council held May 17 to 26, 1916, the Ex- 
ecutive Committee again submitted a 
report on this subject, from which I 
quote: 

“Our cash receipts in the general 
fund from May 1, 1915, to May 1, 1916, 
were $205,592.39. Our expenditures 
from this fund during the last Supreme 
Council year were $214,275.71, which is 
$18,212.33 less than the expenditures of 
the previous year, showing that after 
practising rigid economy our receipts 
have been less than our disbursements 
to the extent of $8,683.32. 


Raise in Rates Inevitable 

“It seems to the committee, that the 
conduct of the essential business of our 
Order upon the economical plan of the 
past year will necessitate an increase in 
our income, and if any of the plans 
heretofore suggested to inaugurate new 
and improved methods of conducting 
the affairs of our Order are to be 
adopted, more revenue is imperative. 

“The Executive Committee, therefore, 
recommends that Supreme Council dues 
for all members be fixed at $1.20 per 
year per capita.” 

Had to Use Investment Funds 

The Special Committee on Revenue, 
to whom this report was referred, in 
endorsing the recommendation of the 
Executive Committee, said: 

“At the last session of this Supreme 
Council, this committee made a com- 
prehensive report and suggested the 
curtailment of expenditure in many de- 
partments of the Order, and from the 
reports of the various officers submit- 
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ted at this session, it will be seen that 
strict economy was practised during the 
past year. Notwithstanding this prac- 
tice of economy, the expenditures, 
which amounted to $18,212.33 less than 
the expenditures of the preceding year, 
exceeded the receipts by $8,683.32, thus 
necessitating the sale of some securi- 
ties and reducing the amount now in 
the general fund to $20,000.” ° 

I fraternally submit the foregoing for 
the consideration of a loyal constitu- 
ency, with full confidence in their ap- 
preciation of the fact that as we have 
thus strengthened our work for the 
present and future, it must result to the 
substantial benefit of every member. 


(Continued on page 9.) 





An increase of 42 per cent. in new 
business for the first seven months of 
this year, compared with the same 
period last year, was made by North- 
western National Life of Minneapolis. 


END OF BLAKE AND DAVIES CASE 





New Pennsylvania [Insurance Commis- 
sioner Dismisses Proceedings to 
Revoke License 





The new insurance commissioner of 
Pennsylvania, J. Denny O’Neil, has 
said the last word in the Blake & 
Davies case. He has dismissed an at- 
tempt to secure the revokal of the 
license of the Philadelphia general 
agents. This license, which had been 
suspended for nineteen months, was 
recently restored. 

In his decision Insurance Commis- 
sioner O’Neil says: 

“There are very few perfect men in 
the insurance business, or in any other 
that I am acquainted with. 

“This department does not condone 
the actions of Blake & Davies, but we 
are of the opinion that they have paid 
a severe penalty.” 











former years?” 


at the death of the insured. 


municate with 





A MAN ASKED RECENTLY 


GERMANIA LIFE INSURANCE | 
COMPANY of New York 


is writing so much more business now than it wrote in 


One Reason Is 
A NEW WAIVER and ANNUITY CLAUSE 


which provides, in case of disability, for the payment of 
10% OF THE FACE AMOUNT of the policy each year during 
the lifetime of the insured and the payment of the 


FULL FACE AMOUNT of the policy to the Beneficiary 


Another Reason Is 


Scores of good life insurance salesmen have learned that 
the Germania is the company for 


MEN WHO WANT TO GROW 
If YOU are a man of that type it will pay you to com- 


T. Louis Hansen, Superintendent of Agencies 
50 Union Square, New York, N. Y. 


“Why is it that the | 

















THE HISTORY OF ONE POLICY 


ADDITIONS OF 72 PER CENT. 





Interesting Policy on the Life of John 
Wanamaker Issued by Union 
Central Life 





In 1887 John Wanamaker, at age 49, 
purchased a Union Central Life ordi- 
nary life policy for $20,000, on the par- 
ticipating plan. Additions, then as 
now, were participating. Previous to 
1910 Mr. Wanamaker used his dividends 
in cash. The accompanying exhibit, 
however, illustrates the additions that 
could have been purchased had Mr. 
Wanamaker applied all of his dividends 
for that purpose. It will be noted the 
additions amount to $14,518.79—72 per 
cent. of the original policy—increasing 
the insurance to $34,518.79. 

In the same year (1887) John B. 
Donley purchased, also at age 49, an 
ordinary life policy on the participating 
plan. All of his dividends have been 
taken in cash. The exhibit illustrates 
the results on his policy to the 1916 
anniversary date ($20,000 basis). The 
total dividends for the thirty years end- 
ing with the 1916 anniversary (Nov. 
15) amount to $8,867.80, reducing the 
premium outlay to $17,186.20. 

The Union Central issued policies 
on both participating and non-partici- 
pating plans in 1887. The non-partici- 
pating rate on the ordinary life plan 
at age 49 was $35.43 per $1,000 or 
$708.60 for $20,000. 

Mr. Wanamaker, on the basis of the 
exhibit would have $34,518.19 insurance 
in force at a present cost of $26.12 per 
thousand, or $9.31 less than the non- 
participating rate. The Donley policy 
would have cost $4,071.80 more to date 
on the non-participating plan. 

Details of the figures covering both 
of these policies follow: 

John Wanamaker Philadelphia, Pa. 
ORDINARY LIFE PARTICIPATING 
POLICY 
Issued 1887 AGE 49 


Amount 000 
Premium $901.80 50 


. Cash Total 
Year Dividend Additions Additions 
$165.03 $ 165.03 
181.54 346.57 
196.70 543.27 
222.47 765.74 
242.81 1,008.55 
264.40 1,272.95 
362.99 1,635.94 
387.06 2,023.00 
403.03 2,426.03 
418.89 2,844.92 
434.48 3,279.40 
449.53 3,728.93 
582.98 4,311.91 
571.01 4,882.92 
554.96 5,437.88 
561.93 5,999.81 
592.98 6,592.79 
606.00 7,198.79 
620.00 7,818.79 
640.00 8,458.79 
680.00 9,138.79 
700.00* 9,838.79 
720.00 10,558.79 
740.00 11,298.79 
760.00 12,058.79 
800.00 12,858.79 
820.00 13,678.79 
840.00 14,518.79 





Total insurance in force $34,518.79, 

Average premium per $1,000, $26.12. 
“Dividends 1910-1916 inclusive were taken in 
cash. This statement, however, shows the Cash 
Dividends or Additions that would have been 
credited to policy if the insured had left all 
dividends to purchase additions. 


ORDINARY LIFE PARTICIPATING 
POLICY 


On the life of Joseph B. Donley 
Issued 1887—Age 49—Amount, 
$20,000.00*—Premium, $901.80 

Gross Premium to date (30 
Seba rkdnat eainpeiedcomiicite + $27,054.00 


Total 


cas 


Net cost to date including premium 
due November 15, 1916.............e00 


_*Raised from $1,000 for 
illustration. 





the purpose of 





THOMAS McCLELLAN KILLED 

Thomas McClellan, president of the 
Provident Life & Accident, of Chat- 
tanooga, Tenn., was run down by an 
automobile at Plymouth, Mass., on 
Tuesday and instantly killed. Mr. 
McClellan was seventy-nine years old 
and was accompanied on his visit to 
Plymouth by two daughters. 
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New York Business 
Reaches Big Totals 


$1,954,076,326 ORDINARY WRITTEN 
LAST YEAR 








‘Report of Insurance Department Shows 
Important Results—Big Indus- 
trial Increase 





The report of Superintendent of In- 
surance Jesse S. Phillips showing the 
results of the business of the life in- 
surance companies in New York State 
during 1915, just issued, shows great 
increases in business both ordinary and 
industrial and further large additions to 
the admitted assets of the companies. 

There were 1,091,549 ordinary poli- 
cies issued and paid for during 1915, 
with insurance of $1,954,076,326. Com- 
pared with 1914, there was an increase 
of 78,592 in the number of policies writ- 
ten, and the amount of insurance in- 
creased $127,384,585. There were 41,198 
more policies terminated in 1915 than 
in 1914 and $77,398,284 more insurance. 

Increases in Business 

The total number of ordinary policies 
in force, on December 31, 1915, was 8,- 
288,228 insuring $15,632,739,058; a net 
increase of 434,871 policies, and of 
$678,314,690 in insurance. The amount 
of industrial insurance in force was $4,- 
075,334,743, being an increase of $230,- 
929,003, making a total increase, for 
both classes of business, of $909,243,693. 

The business in force in the State at 
the end of 1915, and transacted therein 
during that year by all life insurance 
companies of this and other States in- 
cluding both ordinary and industrial in- 
surance, was as follows: Policies in 
force, 7,564,786 insuring $3,432,037,954; 
policies issuea, 1,264,193 insuring $525,- 
$34,525, an increase, in insurance in 
force, of $199,080,811, and, in insurance 
written and paid for in 1915 of $79,- 
975,292. 

At the close of business for the 
year, the life companies were possessed 
of $4,850,696,882 of admitted assets, an 
increase of $213,922,261 over 1914. The 
liabilities, excluding gross surplus and 
special funds of $263,746,678 were $4,- 
586,950,203, an increase of $222,633,056 
over the previous year. 

The total income was $925,732,364, an 
increase of $51,371,759. The amount of 
premiums received was $684,632,053, or 
$30,711,159 more than in 1914. The 
companies disbursed in 1915 $713,643,- 
172, being $69,326,415 more than in 
1914; of that amount $512,390,266 was 
paid to policyholders, while the cost of 
management (including shareholders’ 
dividends) was $201,252,906. 

Comparison With Last Year 

The following comparative figures 
show the sources and amounts of in- 
creases and decreases, in the unas- 
signed funds (surplus), of the compa- 
nies for 1914 and 1915: 


9 1915 
Gain from loading ........ $ 15,919,071 $ 16,446,111 
Gain from mortality ...... 49,461,112 53,040,079 
Gain from. surrendered 
and lapsed policies...... 16,546,757 15,025.821 
Gain from interest and 


rents, less amount re- 


quired to main reserve 72,569,321 77,373,785 
Loss from annuities ...... 419,495 171,243 
Loss from investments . 28,316,878 20,843,243 
Loss from dividends to 

policyholders including 

net increase or decrease 

in dividend funds ap- 

portioned and unappor- 
© CROMER ccccivccsecstesesess 102,210,031 117,359,752 
Loss from miscellaneous 

SOURCES ccciccccuneseret ous 27 815,842 38,321,574 

TORRE WOER ov cvrntcetteaks —4,265,985 —14,810,016 


The total receipts of the department 
for the fiscal year ended September 30, 
1915, were $923,921.48; the total expen- 
ditures were $476,395.97, an excess of 
receipts over expenditures, covered into 
the State Treasury, of $447,525.51. 

The par value of the securities held 
on deposit by the department on De- 
cember 31, 1915, belonging to the vari- 
ous insurance companies of all classes 
required by law to make such deposits, 
was $42,617,953.88. 

Superintendent Phillips’ Comment 

In commenting on the results as re- 


vealed by the report Superintendent of 
Insurance Phillips says: 


“The business of life insurance, as re- 
flected in the above summary, indicates 
that, notwithstanding the present de- 
plorable conditions in Europe and the 
apparent general unrest, the prosperity 
of the life insurance companies report- 
ing to the New York insurance depart- 
ment has not been appreciably affected, 
and though a certain amount of un- 
easiness has developed from time to 
time among the policyholders of the 
companies doing business within the 
belligerent countries of Europe, and oc- 
casionally doubt has been expressed in 
some quarters as to the effect the war 
would have on the financial ability of 
those companies to maintain their 
usual high degree of solvency, it is no- 
table that the death losses of the few 
companies having any large amount of 
insurance in force on the lives of per- 
sons among the warring nations are in 
some cases less than in previous years 
notwithstanding the larger amount of 
insurance in force, and in others show 
only a normal increase. This, no doubt, 
is due in a measure to the fact that a 
large proportion of the policyholders in 
such countries are above the military 
age; that is, at least, above the age for 
activities at posts of extreme danger, 
and also that of late years the European 
business has not been exploited to the 
same extent as formerly. The compa- 
nies doing business in Europe are in 
most, if not in all instances, protected 
by special conditions in the contracts, 
particularly in those written in recent 
years. It would seem at this time that 
there need be no fear but that they will 
in the future as in the past be amply 
able to protect their assured and pay in 
full all just claims.” 





DEVELOPING ONE PROSPECT 





Big Lines Made to Grow Without Com- 
petition—One $3,000 Case that 
Reached $1,000,000 





In analyzing the business of some of 
the biggest writers of life insurance it 
is noticeable that the volume is gener- 
ally built upon persons who have been 
written previously by the agent. A 
young business man with a promising 
future is a better asset to an agent, 
evidently, than a magnate who is a 
new client. Experience has repeatedly 
shown that men who are insured for 
large amounts, who are in the $1,000,- 
000 class, have taken their life insur- 
ance in gradually increasing install- 
ments and usually with the agent who 
wrote the early policies. 

Another important consideration in 
this connection is that the biggest and 
best part of the business—the later 
polices—are, more frequently than not, 
secured without competition and even 
without solicitation. A client who has 
been followed for years becomes edu- 
eated to his life insurance needs and 
when his business and responsibilities 
increase, he wants more life insurance 
and asks his life insurance advisor 
for it. 

An interesting case in point is that 
of William Fox, the theatrical manager 
and big motion picture producer. Six- 
teen years ago, when Mr. Fox had just 
started in business, he took $3,000 life 
insurance. This was added to from 
time to time, until Mr. Fox now is in 
the $1,000,000 life insurance class. The 
latest line was closed only a few days 
ago for $250,000 on the limited pay- 
ment and endowment plans, involving 
annual premiums of $11,500. All of 
this business was developed by Perez 
F. Huff, general agent in New York 
for the Travelers. 





STARTS AUGUST CAMPAIGN 


The Western Union Life, of Spokane, 
Wash., will celebrate August as “Loy- 
alty Month,” in honor of R. L. Rutter, 
president of the Company. 


Massachusetts Holds 
Remarkable Record 


NO “OLD-LINE” COMPANY OF BAY 
STATE EVER FAILED 








Arthur E. Childs’ Rejoinder to Mr. 
Moore Establishes Proud Position 
of Massachusetts 





No old-line life insurance company 
chartered in Massachusetts has ever 
failed or quit business. ‘This fact has 
been established through a discussion 
in the columns of The EBastern Under- 
writer between Arthur E. Childs, presi- 
cent of the Columbian National Life, of 
Boston, and Robert F. Moore, agency 
secretary of the Southern States Life, 
of Atlanta. In an article published in 
The Eastern Underwriter, Mr. Moore 
tabulated the number of companies 
that had failed or quit the business 
in each State. Massachusetts was 
charged with two such failures. Mr. 
Childs thereupon challenged Mr. Moore 
to name one Massachusetts company 
that had failed. Mr. Moore, quoting 
the Insurance Year Book for 1915, 
named the Atlantic Mutual of Green- 
field as re-insured in the Boston Mu- 
tual and the Massachusetts Hospital 
as retired. 

Atlantic Mutual Not “Old-Line” 

Mr. Childs disposes of both of these 


companies in his rejoinder and estab- 
lishes the remarkable fact that no 
Massachusetts company has ever quit 
business. Mr. Childs says: 

“In your last issue of The Eastern 
Underwriter Mr. R. F. Moore of At- 
lanta, gives the names of the Atlantic 
Mutual of Greenfield, Mass., and the 
Massachusetts Hospital Life of Boston, 
Massachusetts. 

“Referring to the former I may say 
that the Greenfield Life Association 
was organized in June, 1895. It trans- 
acted business on the assessment plan 
urtil June 30, 1899, when it decided to 
change to the old-line basis and took 
the name, Atlantic Mutual. Its reason 
for making this decision was an act 
known as the Dewey Act, passed by 
the Massachusetts Legislature in 1899, 
and called an “Enabling Act’ to assist 
assessment companies in putting their 
business on a more solid basis. 

“The Atlantic Mutual re-insured its 
business in the Boston Mutual Life In- 
surance Company in 1901. The Boston 
Mutual is now in existence. It was 
organized in 1891 as an assessment 
company, and it has on its books to- 
day business written by the Greenfield 
Life Association, by the Atlantic Mu- 
tual, and by the Boston Mutual. Since 
July 1, 1899, it has conducted its busi- 
ness on the old-line life plan. 

“After reading the foregoing it will 
be seen that the Atlantic Mutual is not 
an old-line company and never was, 
which appears to put it out of the dis- 
cussion. 

Mass. Hospital Not a Life Insurance Co. 

“In relation to the Massachusetts 
Hospital Life, the second company 
mentioned, there is evidently some 
misunderstanding about this company, 
because the Massachusetts Hospital 
Life, while bearing the name of a life 
company is not under the jurisdiction 
of the Insurance Commissioner, but is 
under the jurisdiction of the Bank 
Commissioner. The Massachusetts 
Hospital Life is a going concern in 
most excellent condition and inasmuch 
as it is not a life company and never 
has been as far as can be learned, that 
also is barred out of the discussion. 

“Therefore, having disposed of the 
two companies mentioned by Mr. 
Moore there remains the condition 
that all Massachusetts men are proud 
of, namely, that no old-line life insur- 
ance company, organized under the 
laws of Massachusetts, has ever 
failed.” 


DECISION ON CANCELLATION 





Application of Incontestable | Clause 
Shown in Suit Over Accident 
Policy 





In the opinion written by Judge 
‘Moore of the Tennessee Court of Civil 
Appeals in the case, Gender vs. Nation- 
al Life of U. S. A., the application of 
the incontestable clause was made an 
issue. 

Mr. Gender sued the National for 
$1,000 on the grounds that the Compa- 
ny unlawfully canceled his accident 
and health policy. He claims that inas- 
mutch as the policy contained an incon- 
testable clause, the policy could not 
be canceled by the insurer. Judge 
Moore held that the incontestable 
clause was applicable only when de- 
fense was made to a claim on the 
ground of fraud and had no application 
to the cancellation and optional renew- 
al clauses. The Court called attention 
to the fact that the policy was written 
for a stated period. Without the can- 
cellation clause the insurer could not 
retire from the risk during the time 
for which the policy was written or 
renewed, but with it, retiral can be had 
atc any time if there was no claim 
pending. 





PEORIA LIFE CLUB MEETS 





Live Gathering at Grand Island—Floyd 
Barnes, President; R. M. Clark, 
Vice-President 





The Hundred Thousand Club Conven 
tion of the Peoria Life was held at 
Grand Island on August 8. There are 
14 members of the club this year and 
the following are the officers: 

Floyd Barnes, president; R. M. Clark, 
first vice-president; W. E. Starrett, sec- 
ond vice-president; R. C. Caldwell, third 
vice-president. 

The club closed a very successful 
year on July 31 and left Peoria in a spe- 
cial Pullman for Grand Island for a two 
weeks’ outing. 

The balance of the time was given 
up to enjoying themselves on the Is- 
land which is a private game preserve 
owned by the Cleveland-Cliffs Mining 
Company of Northern Michigan. Mr. 
Van de Walker, the retiring president, 
is a member of the club for the ensu- 
ing year and has had a very successful 
year as president. 

Among some of the office staff pres- 
ent were: President Emmet, C. May, 
Henry Loucks, superintendent of agents 
and O. B. Wysong, secretary. 





DELAWARE’S DELEGATES 

At a meeting last week, the Dela- 
ware Life Underwriters’ Association 
elected the following as delegates to 
the National Association convention: 
Charles B. Palmer, National Life of the 
U. S. A.; Peter P. Dempsey, Pruden- 
tial; Arthur W. Swartz, Mutual Life; 
T. Blair Ely, Equitable Life, D. C., and 
Frank Sheppard, Provident Life & 
Trust. 

The following were designated as 
alternates: John F. Price, New Eng- 
land Mutual; Arthur A. Wilmot, Union 
Central; W. T. Batchelder, Equitable, 
N. Y.; Frank L. Cates, Mutual Life, 
and Selby S. Santmeyers, Mutual 
Benefit. 





PENNA. LIFE MEN MEET 

At a meeting of the Central Penn- 
sylvania Life Underwriters Association 
last week, J. Denny O'Neil, the new 
superintendent of insurance for Penn- 
sylvania, was the guest of honor. The 
meeting took place at Harrisburg and 
was called for the purpose of electing 
new members. 


NATIONAL LIFE, U. S. A. 
The National Life, U. S. A., of Chi- 
cago, reports on its business for the 
six months’ period as follows: 





1915 1916 Increase 
Premiums ...... $341,724.96 $467,791.37 $126,066.41 
CHEE cancovevee 134,533.32 170,285.60  ......05. 
Policies written. 44,650 80,001 35,351 
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Threaten Increased 
Income Tax Burden 


PENN MUTUAL LIFE LODGES 
PROTEST 








Proposed Plan Would Constitute a 
Triple Tax on Life Insurance, 
Already Overburdened 





There is. pending before the Senate 
Committee on Finance, of which F. M. 
Simmons is chairman, a bill, H. R. 16,- 
763, imposing an income tax on life 
insurance companies and raising the 
rate from one to two per cent. The 
management of the Penn Mutual Life, 
of Philadelphia, has lodged with this 
committee a long protest in which it 
points out the injustice of such a tax 
on a mutual company. 

Life Insurance a Voluntary Tax 

“As you are doubtless aware,” the 
Company says, “when the insurance de- 
partments were organized in the vari- 
ous States—some fifty years or more 
ago—it was with the purpose of super- 
vising the business and safeguarding 
the interests of policyholders, but with 
no intention to impose upon them more 
than the actual cost of such supervision, 
and this was the original practice. It 
has long been recognized that those who 
carry life insurance are the best citi- 
zens of this country, having voluntarily 
taxed themselves to the extent of their 
premium payments in order to provide 
for the welfare of their dependents. 

“It has been well said that the gov- 
ernment should insist upon the faithful 
conservation of life insurance funds and 
the application to their intended use. 
It should be as reluctant itself to re- 
duce or divert them as to permit in- 
dividuals to employ them for political 
purposes or in extravagance of man- 
agement. 

Increase Cost or Diminish Amount 

“Life insurance taxes either increase 
the cost of insurance or diminish the 
amount of it. In the one case, they fall 
on the policyholders; in the other, on 
the beneficiaries of the insurance. 

“Having taxed the real estate and 
other property of these corporations on 
the same basis as other property is 
taxed, and imposed upon them in the 
form of fees the payment of the cost of 
their own supervision, further and addi- 
tional taxation is unjustifiable. The 
mere desire to raise revenue does not 
warrant imposing upon life insurance, 
conducted upon the mutual plan, a spe- 
cial form of premium or other income 
tax. 

“Notwithstanding the original inten- 
tion of the various legislatures with re- 
spect to the supervision of the business 
of life insurance, additional taxes have 
been imposed from time to time, until 
esteemed one of the sources of revenue 
of the various States and of the Fed- 
eral Government, with little, if any, 
thought of the effect upon  policy- 
holders.” 

Better Understood Abroad 

The Company quotes from many emi- 
nent authorities to show the fallacy of 
a tax on life insurance. It cites the 
stand taken by England in this respect 
and quotes William Pitt favoring the 
deduction from taxation of the amount 
vaid for life insurance. The Penn Mu- 
tual comments: 

“With England’s great need for rev- 
enue this practice has been continued, 
that country at the present time exempt- 
ing from tax one-sixth of the income of 
each citizen, provided it is devoted to 
the purchase of life insurance protection. 
Prior to the present war there was no 
premium income tax in France, Belgi- 
um, Austria, Hungary, Italy, Spain or 
Russia, and we are led to believe that 
the same condition still prevails. 

“The several States, as well as the 
Federal Government, seem to fail to rec- 
ognize the essential qualities and the 
beneficent character of life insurance 





and have imposed upon it tax burdens 
far greater than those imposed upon 
other institutions. This is no doubt due 
in large part to the ease with which 
the needs of the various governments 
could be met by taxation of this ac- 
cumulation of assets for later distribu- 
tion among dependents, in which funds 
no single individual has a sufficiently 
large interest to render it worth while 
to institute a vigorous opposition. 
Means a Triple Tax 

“The present tax law applies specifi- 
cally to net incomes of over $3,000 only, 
but inasmuch as the average policy in 
companies conducted upon the mutual 
plan, excluding industrial insurance, is 
less than $3,000, and the annual pre- 
mium thereon upon the average less 
than $125, the effect has been indirect- 
ly to tax at least this much of the in- 
come of insured members who are 
otherwise exempt. Where the net in- 
come of an individual has exceeded $3,- 
000, the effect has been a double tax 
upon so much thereof as is devoted to 
life insurance, and all of this in addi- 
tion to the State taxation heretofore 
mentioned—a triple taxation. 

“The members of this Company 
through the management protested 
against the imposition of the present 
income tax, and repeat this protest with 
added force in view of the contemplated 
doubling of the tax rate. 

“In view of the fact that every dollar 
of the funds disbursed by a life insur- 
ance company has come from the pre- 
miums paid by the insured, even the 
interest receipts being the income de- 
rived from the investments of premiums 
paid in former years, all taxes of what- 
ever nature fall ultimately upon the in- 
dividual policyholder, and we bespeak 
the attention of your Committee to this 
phase of the situation in your proposed 
consideration of H. R. 16,763.” 





UNINSURABLE, BUT PROVIDES 





Barred From Life Insurance Himself, 
Man Pays for Endowment on 
Daughter 





E. L. Martin, general agent at Man- 
chester, N. H., for the Massachusetts 
Mutual Life, describes how an uninsur- 
able man has recently provided for the 
protection of his daughter. Briefly, he 
caused the insurance to be placed on 
her life—twenty year endowment; and 
he has arranged for payment of pre- 
miums from his estate should he not 
live to complete them. This method is 
not’ in common use in similar circum- 
stances, but it is a workable one. 

Mr. Martin says in a letter to the 
Company: 

“We have written recently a case that 
may interest you. This man was a 
banker and uninsurable. It was his de- 
sire to protect one daughter, and he 
decided to do it in the following way: 
He purchased from different companies, 
including the Massachusetts Mutual, 
$10,000 on her life on the twenty-year 
endowment plan. The daughter was 20 
years of age. The policies were writ- 
ten so that at maturity they should be 
paid to her under the plan of option 
‘C,’ 20 installments guaranteed, the 
right to take the proceeds in one sum 
being revoked at the time the applica- 
tion was written. He has made ar- 
rangements so that in the event of his 
death these premiums will be paid from 
his estate until the maturity of the 
policies. He feels that if he should 
not live for 20 years his estate could 
take care of the premiums for the bal- 
ance of the 20 years, and at that time 
she would receive an annuity for the 
rest of her life.” 





H. J. Wilkins, local agent of the 
Aetna at Newburg, N. Y., was awarded 
third prize in the Company’s contest 
open to agents for the best 1,000 word 
article on business management. 





The Pennsylvania Railroad in July 
retired fifty-two employes under the 
operation of its pension system. 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 








THE UNITED STATES LIFE INSURANCE COMPANY 


1850 IN THE CITY OF NEW YORK 1914 
ISSUES GUARANTEED CONTRACTS 
Good men, whether experienced in life insurance or not, may make direct contra 

Comene. for a limited territory = Soto, and secure for themselves, in addition to ae te A 
mission, a renewal interest insuring an income for the future. Address the Co 

Office, 277 Broadway. New York City. 

JOHN P. MUNN, M. D., President 
CLARENCE H. KEBSEY, Pres. Title Guarantee and Trust Co. 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


FINANCE 
COMMITTEE (WILLIAM H. PORTER, Banker 






















The 
Extra Inches 


Garfield is credited with 
having said: “It is not the six 
feet that make a man tall, but 
the extra two or three inches 
above the average.” 








. 


The “extra inches’’ above the aver- 
age likewise determine the measure 
of the success of any institution. 


It is the extra 114% interest realized, 
over and above the average rate of the 
combined earnings of all the 
great Life Insurance Compan- 
ies that gives the Union 
Central its high standing. 


The extra interest above 
the average earned by 
the Union Central Life 
during the single year 
of 1915, amounted to 
$1,586,417.51. 


222,51 It is the “extra millions” 
Fess oa ns 
+= of interest earned that 

“820i; enables the Company 
to continually increase 
its service and main- 
tain its low net cost 
record. 

For concrete illustration, 
ask any Union Central 
policy holder or agent, or 
address Allan Waters, 
Sup’t of Agents. 


The Union Central 
Life Insurance Co. 
Cincinnati, O. 
Jesse R. Clark, Pres. 


Fiftieth Year 
1867-1916 
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UPHOLDS TERMS OF POLICY 


INVOLVES EXTENDED INSURANCE 








Missouri Supreme Court Reverses 
Lower Court in Suit Against 
Manhattan Life 





A Missouri court decided against the 
Manhattan Life in a case involving a 
lapsed policy, the main point under 
consideration being whether the ex- 
tended insurance kept the policy in 
force until the time of the insured’s 
death. The lower court gave a verdict 
against the Company, allowing the 
face of the policy, less a loan and the 
back premiums. The Missouri Supreme 
Court has just reversed this decision, 
saying, “Judgment was for the wrong 
party.” 

Features in the Case 

In 1878, a policy for $2,000 was is- 
sued, payable to the insured’s estate. 
Semi-annual premiums were paid until 
1898, when the insured borrowed $435, 
and assigned the policy as collateral 
security. The loan was never repaid nor 
the next semi-annual premium due in 
February, 1899. In October, 1904, the 
insured died and his administrator 
prought suit in July, 1914, nearly ten 
years afterward, for the full amount 
of the policy and interest, less the 
outstanding loan and interest. 

The Company denied liability under 
the terms of the policy which provided 
that, “if any subsequent premium on 
this policy shall not be paid in cash on 
or before the date when due, then this 
pclicy shall cease and determine,” and 
upon a further provision contained in 
the note to the effect “that, if any pre- 
mium or interest due according to the 
terms of this application or said policy 
shall not be paid when due, said policy 
shall be forfeited and the said com- 
pany is hereby expressly released from 
any liability claim, or demand upon 
or by reason of the said policy”; and 
that because the note was never paid 
the insurance terminated and the pol- 
icy ceased and became void. 

The policy contained a further provi- 
sion “that in every case where this 
policy shall cease and determine, or 
become null and void, all previous pay- 
ments paid hereon shall be forfeited 
to the said company, excepting that in 
ease of forfeiture after three or more 
years’ premiums have been paid there- 
on, the Company will purchase the 
policy and pay therefor its equitable 
value, provided the policy be duly sur- 
rendered to the Company on or before 
the day of the lapsing of the same, 
which equitable value shall be deter- 
mined by the Company.” 

There were no provisions for paid 
up or extendeu insurance and the non- 
ferfeiture laws of Missouri of 1899 
were not in force when the policy was 
issued. 

Question of Extended Insurance 

Upon the lapse of the policy after 
February, 1899, the Company calculat- 
ed the reserve on the basis then in use, 
and found the value in the sum of $745. 
Within 30 aays thereafter, without no- 
tice to .the insured, it deducted three- 
fourths of the reserve amounting to 
$558.81, and applied the same to the 
amount of the loan and interest then 
due, and applied the balance, $123.81, 


as a net single premium, for the pur-!apsing. 


chase of extended insurance which was 
sufficient to carry the policy enforced 
for two years longer, or until Febru- 
ary, 1901. The three-fourths rule was 
adopted because of the statute of 1899, 
then in force. 


It was contended that, if the Com- 
pany applied three-fourths of the re- 
serve, without deducting the loan, to 
the purchase of extended interest, the 
policy would have continued in force 
for over nine years or, if the entire 
reserve had been applied to the pur- 
chase of extended insurance, the policy 
would have been continued for over 
twelve years; and again, if the differ- 
ence between the amount of the loan 
and interest and the full amount of 
the reserve had been applied to the ex- 
tended insurance; then the _ policy 
would have been carried for 4 years 
and 11 months, though not until after 
the death of the insured. 


In the trial court there was judg- 
ment for the plaintiff for the face of 
the policy, less the amount of the loan 
of $435 with interest on the difference 
from October, 1904, making a _ total 
amount due on the loan of $582, and 
leaving a difference in favor of the 
plaintiff of $1,417.57, together with in- 
terest on the difference, making the 
total judgment of $2,339. 


Policy Conditions Upheld 


In reviewing this case the Springfield 
Court of Appeals, Missouri, after ne- 
nying a rehearing in June, 1916, re- 
versing the lower court, say in part: 

“Quotations from the policy in this 
opinion show that it contained provi- 
sions for forfeiture in case the stipu- 
lated premiums were not paid, with 
the benefit, however, that after three 
premiums have been paid the Company 
will give the assured the equitable 
value of the policy, which equitable 
value it would determine, upon the 
non-payment of any subsequent premi- 
um when due, provided the policy is 
surrendered. The assured did not ask 
or demand the equitable value of the 
policy upon its lapse according to the 
plain provisions of the contract, nor 
dces the plaintiff in this action sue for 
the equitable value of the policy at the 
time of its lapse. Now, when the loan 
of $435 was made in August, 1898, the 
parties agreeu in writing, that if it 
was not repaid, “or if any premium or 
interest, due according to the terms of 
this obligation, or said policy, shall not 
be paid when due, said policy shall be 
forfeited, and the Company is hereby 
expressly released from any liability, 
claim or demand upon or by reason of 
said policy, or by reason of the law 
of any State with reference to cash 
surrender value or paid-up insurance, 
except that this policy may, within two 
months after such forfeiture, be re- 
leased to the Company for such sum as 
it may be the custom of the Company 
at that time to pay for the cash pur- 
chase of similar policies, less the 
amount due on this obligation.” Thus 
did the parties contract, and we know 
cf no rule preventing such a stipulation 
in contracts of premiums due on the 
policy, and it therefore ceased and de- 
termined. However, three years’ pre- 
miums having been paid on the pol- 
icy, the Company had promised to pur- 
chase the policy and pay therefor its 
equitable value, which it would deter- 
mine, provided the policy were sur- 
rendered to it on or before the day of 
The assured, although pre- 


INCREASE INDUSTRIAL BENEFITS 





John Hancock Mutual Life Grants 
Mortuary Additions and Increases 
Benefit Scale 





Hereafter all industrial policyholders 
of the John Hancock Mutual Life, of 
Boston, will be entitled to increased 
benefits carrying out the Company’s 
plan to equalize all the varying bene- 
fit scales that have been in use since 
1879. The John Hancock Mutual has 
been paying since 1913 a voluntary 
mortuary addition on all death claims 
and this will now be regularly paid 
as a matter of right, the increased 
benefits having as a minimum the 
benefit scale of 1908. 

While the Company is completing its 
plan to equalize all the benefit scales, 
it will allow mortuary additions on all 
claims on policies the benefit under 
which is less than it would be on sim- 
ilar policies under the 1912 scale. 





NATIONAL U.S. A. CLUB OFFICERS 

The self-elected officers of the $100,- 
000 Club of the National Life, U. S. A., 
for 1916-17 are: 

President, Alfred MacArthur, who is 
the Company’s general agent at Chi- 
cago, and also president of the Chicago 
Life Underwriters Association. He paid 
fcr approximately a half-million of per- 
sonal business within the Club year. 

First vice-president, V. M. Tresslar, 
general agent for Southern California. 

Second vice-president, J. B. Wood, of 
the firm of Wood & Hodgson, general 
agents for Georgia. 

Third vice-president, J. S. Barrow, 
general agent for Kansas. 

Fourth vice-president, W. I. O’Don- 
niley, general agent for Western Ten- 
nessee & Mississippi. 

The aggregate volume of paid per- 
scnal business of these five men was 
approximately one and a half million. 





sumed to know his rights under the 
contract, did not ask or demand any- 
thing. The Company determined the 
equitable value of the policy, deducted 
therefrom the amount owing on the 
loan, and applied the balance to the 
purchase of extended insurance. This 
deduction was entirely proper under 
the terms oi the contract. The balance 
was demandable by the assured at any 
time within two months. It is true 
the Company did not give him notice; 
but the answer is that the plaintiff is 
not claiming this balance, asking in- 
stead the full face of the policy less 
tte loan. * * * 

The courts are uniformly upholding 
provisions in loan agreements similar 
to the one involved in the case at bar, 
that upon default the pledge of the 
pclicy should be foreclosed by satisfy- 
ing the indebtedness out of its reserve 
Or surrender value and the balance, if 
any, paid to the assured in cash or ap- 
plied to the purchase of extended or 
paid-up insurance, and that this is a 
“reasonable and practicable method of 
bringing the contract to a final termi- 
nation” and “is not inconsistent with 
sound public policy or violative of the 
substantial rights of the pledgor.” * 

The judgment was for the wrong 
party, and is accordingly reversed. 
Ruane vs. Manhattan Life Ins. Co., 186 
S. W. Rep. (Mo.), 1188. Digested for 
The Eastern Underwriter by Geo. J. 
Kuebler of the Chicago Bar. 


OPENING CANVASS BY MAIL 


A LETTER THAT GOT BUSINESS 








Personal Inventory Used With Good 
Effect by Edward A. Woods Agency 
of Pittsburgh 





A letter which provided a tabulation 
for a personal inventory to be filled 
out by the recipient, was sent out by 
the Edward A. Woods Agency of the 
Equitable Life Assurance Society, at 
Pittsburgh, and the results have proved 
very satisfactory. The letter reads: 


“Dear Sir: 
“This is stock-taking time. Upon 
turning this sheet, you will find a 


schedule that will assist and interest 
you.” 

Turning the page, the prospect finds 
the following blank: 

Personal Inventory 

I, do hereby declare 
that the following is a full, complete 
and true schedule of the annual net in- 
come my estate would yield to my de- 
pendents, if my personal income were 
to cease to-morrow. 


Interest on mortgages held 


re 


i ae eee ie dale 
Ir.terest and dividends on 
bonds and stocks........ 


Rents, less taxes, fire insur- 
ance and 15% for repairs 
Cash in bank (less debts 
and funeral expenses), 
loamed at 5%............ 
Income life insurance...... 
Income on other life insur- 
ance remaining for in- 
vestment at 5%, after de- 
ducting loans and deduct- 
ing insurance required to 
DO ES. es asaduesduakec 
Income (net) from all other 
sources 


eee eens 


eee eeee 
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Total income should my 
personal earnings cease to- 
morrow 
Total 


family expenses last 
year (less 30% for per- 
sonal expenses), includ- 
ing rents, taxes, interest, 
fire insurance, heat, light, 
church, doctor, servants, 
apparel, table, amuse- 
ments and miscellaneous 
expenses 


Cee esse eeseesse se esesesses 


Pee OP WR iixcavss © “esctenee 

The third page of the circular is to 
the following effect: 

If you have filled out the foregoing 
inventory and it is not satisfactory to 
your wife and yourself can we not help 
you solve the problem? 

Insurance’ Yes but of an unusual 
kind. We can explain it in a brief in- 
terview and are sure you will be in- 
terested. 

It is not expected that the recipient 
of the letter will fill out this blank. 
Tre idea is that it will set him think- 
ing, and prepare his mind for the ap- 
peal which the agent will make to him 
when he secures an interview. 





NORTH DAKOTA LEADS 
The Crary-Turner Agency, State 
agents for North Dakota, of North- 
western National Life of Minneapolis, 
led all agencies and all States in pro- 
duction for July. Minnesota ranked 
second and South Dakota third. 





interest earned last year. 





A Mighty Good Company to Write Business For 
Is 


. e 
Northwestern National Life Insurance Company 
MINNEAPOLIS, MINN. 

It is purely MUTUAL, pays ANNUAL DIVIDENDS, wrote 38% more 
business the first half of this year than for the first half of last, has $1.13 
of assets per $1.00 of liabilities; 52% mortality experience and 5.5% net 
CAN YOU BEAT IT? 

GOOD CONTRACTS made with GOOD MEN for some open GOOD 
TERRITORY West of the Mississippi River. 


Write. 





all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
* 3% reserve 
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The Passing of the Old Head Office Viewpoint 


Lugsdin, Mutual Life of Canada, at Toronto. 








This subject indicates the assump- 
tion that the head office originally pos- 
sessed a view-point, that such view- 
point has undergone, during the course 
of years, a gradual displacement and 
that the vision as now seen by head 
office is from a different angle and 
focused by a clearer lens. Possibly the 
mists of inexperience were account- 
able for the lack of clear sight, for, 
like the individual, the composite com- 
pany of officialdom is necessarily guid- 
ed by its composite experience and the 
attitude of former days was largely the 
result of environment. 

I take it that this discussion is in no 
way intended to adversely reflect on 
cumpanies or H. O. officials but is de- 
signed to discover the true relation- 
ship that exists between H. O., the 
agency staff and the public. 


Viewpoint of the Early Days 

During the early days of this great 
business, lack of experience created 
the necessity for caution if safety and 
security were to be conserved. The 
popularity of assessment societies car- 
rying the germ of early decay, drove 
the old line companies to the opposite 
extreme of carefulness. “Privileges” 
iu the policy contract were limited 
largely to the payment of premiums 
and the guarantee that death claims 
would be paid. “Conditions” were many 
and onerous. Such caution was also re- 
flected in the agent’s contract. The 
“company” from H. O. viewpoint, must 
be protected from gamblers and adven- 
turers whether in the guise of appli- 
cant or agent. 

Experience, however, assisted by 
competition, broadened the conception 
of “privileges” and restricted the mean- 
ing and application of “conditions.” A 
comparison between policy contracts 
of five years ago and to-day is inter- 
esting, the former having one page 
largely consisting of “conditions” 
which in the latter have changed to 
“rrivileges.” 

Head office officials are and have 
been I believe, perfectly willing to give 
ali, advantages warranted by due re- 
gard for safety and satisfactory finan- 
cial returns. But here let me say that 
the action of individual companies in 
granting privileges in the contract of 
either the assured or the agent must 
be guided entirely by that company’s 
ability to do so. 

Apart from the relationship between 
company and policyholders, directly 
through the policy contract, there are, 
arising out of this, other relationships 
which effect the company and the 
agent very materially. It is to some 
of these that it is desired to draw your 
attention. The reason for bringing this 
part of the subject before you, appear- 
ing as it does to be one for head office 
ccnsideration only, is that the agent is 
directly effected by the opinion the 
public forms of the company .and this 
largely arises from the treatment ac- 
corded policyholders by head office of- 
ficials. 

A Threefold Relationship 

To achieve the best success we must 
consider three distinct and yet inter- 
woven relationships. First, that be- 


tween head office and the public; sec- 
ond, that between head office and 
agency staff, and third, between agency 
staff and public. Like the adjustment 
of a motor engine, it forms a “three 
pcint suspension” holding the engine 
in its proper place and relative position 
while allowing sufficient resiliency to 
meet the changing conditions of the 
roadway. Let us be certain of this, 
that none of these three elements, head 
office, agency staff and public is “suf- 
ficient unto itself.’ In the life busi- 
ness, each needs the other and is vital- 
ly dependent on the other. Therefore 
the relationships co-existing must be 
amiable each having for its end the 
highest service to the other, for “he 
who serves best, profits most.” 

Briefly then, let us outline the rela- 
tionship between head office and public 
as insurer and insured. The company 
must be as a trustee for the public and 
the public’s attitude towards the com- 
pany and agent must be one of abso- 
lute confidence. This latter attitude 
must be nurtured, first, by promptness 
in dealing with applications and reply- 
ing to correspondence—not 3 or 4 days 
after the receipt of a letter, but imme- 
diately, if at all possible. Second, by 
courtesy and tact, unfailing and contin- 
uous whether personally or by letter. 
Too often the purpose of the agent’s 
work is made impossible or difficult of 
completion by a brusque letter from 
head office setting forth the company’s 
rights, not intentionally unkind, but 
with lack of thought as to the effect on 
the recipient. Third, by talking or 
writing in plain, untechnical terms, 
avoiding misconstruction. Fourth, by 
referring everything possible to a de- 
pendable agent. Personal contact is 
more desirable than correspondence, 
otherwise we as agents would be ren- 
dered unnecessary. This, however, 
throws a great responsibility on us 
that we may intelligently discharge the 
dcuble function of salesmen and inter- 
preters. 

That the relationship between head 
office and agency staff be favorable and 
satisfactory is perhaps as vital, if not 
more so, to the well-being and success 
of the business as that of any other 
of the “3 point suspension.” 


Recognize Agents’ Importance 

In the past, the contracts of agents 
with head office showed little uniform- 
ity. A chronic condition of suspicion 
and jealousy existed among the men 
and a general distrust of head office 
prevailed. The agent’s contract was 
far from being secure, which insecurity 
tended to short service and lack of loy- 
alty. Present conditions find more 
nearly uniform contracts, greater ap- 
proach to permanency through contin- 
ucus or guaranteed renewals and re- 
eegnition of length of service. There 
has been a marked advance of late in 
the recognition of the importance of 
the agency staff. We as agents are 
chiefly interested in this phase of re- 
lationship and as a live, ambitious body 
are constantly endeavoring to improve 
conditions of service—and rightly so. 
But permanent improvements are not 
created by the magic wish or the rub- 
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TERM CONVERSIONS 





Necessary to Secure Them in Early 
Life of Policy—Why Chances Are 
Less Later 





Term insurance does not furnish the 
insurance protection that every intel- 
ligent man should provide. It is an ex- 
pedient to provide temporary insurance 
and protection against becoming unin- 
surable until such time as the holder 
niay be able to afford a correspond- 
ing amount of permanent insurance. 

Agents should sell this form of insur- 
ance with a clear understanding that 
the insured under a term policy has 
more the character of a prospect than 
of a policyholder; that he has not done 
his duty to his .clients or to himself 
until. such a policy has been converted 
to a regular life or endowment policy; 
that its purpose is realized only when 
conversion takes place. 

Approximately speaking, while a cer- 
tain per cent. of term policies mature 
by death, less than one-half are con- 
verted to some regular form. As an 
agent has spent nearly as much time 
in selling term insurance as in selling 
a regular form of policy here is a great 
waste of time and effort; this among 
men who have gone almost the whole 
way toward securing permanent insur- 
ance. 

One of the striking facts is that near- 
ly one-half the conversions are effected 
in the early life of the policy. Every 
year diminishes the willingness of the 
hclder of the term policy either to pay 
the premium required for a regular 
ferm at the advanced age, or of paying 
up the back premiums required to con- 
vert the policy at the lower premium 
charge at age of issue of the original 
term policy. Time works against the 
chance of conversion and the longer 
the term ot the policy the less the 
chance of conversion. The wisest plan 
is to regard the holder of a term pol- 
icy as a convinced prospect who has 
promised to insure. 


WOMEN DO QUICK WORK 

The Women’s Agency of the Equi- 
table Life Assurance Society in New 
York, under the management of Miss 
E. Marie Little, paid for its year’s al- 
lotment. in six months. The agency 
aims to write half a million in new 
business from July 1 to December 31. 


bing of some Alladin’s Lamp, nor ‘are 
they to be secured by the attempt to 
force conditions. No, the future for us 
will be largely what we make it by 
reason of the emoluments and im- 
provements our service will win. Each 
individual head office will move wil- 
lingly and gratefully just in proportion 
as we are worthy, as we show them 
reason and as they are able to do. 

We do not believe in assuming an 
attitude of dictation to head office, 
nor do we feel so subservient as to ac- 
cept merely crumbs that fall from the 
table. We have a rightful place at the 
table and by no means the least import- 
ant. An attitude of “grab and cram” 
is one that will not be tolerated at any 
well-bred board. We are partakers of 
the feast and can have our proper 
share of everything the table is able 
tc provide. We cannot get and must 
not expect more. 

















GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 





CULTIVATED HIS NAMESAKES 

Mervin Lichtenstein, a New York 
City representative of the Equitable 
Life Assurance Society, recently decid- 
ed to circularize every “Lichtenstein” 
whose name appeared in the Telephone 
Directory. The result more than re- 
paid him. There were 46 Lichtenstein’s 
listed in the Directory but from the 
first 12 circulars sent out by “Mervin 
L.” he obtained a lead which resulted 
in a $20,000 policy, premium over 
$1,400. 





AETNA PRIZE WINNERS 

The Aetna Life offered six prizes for 
the best articles written by its agents 
on “Following up and Effecting Pre- 
mium Collections Promptly.” The con- 
test has been decided and the prizes 
have been awarded as follows: 
Charles A. McElvain, Butler, Pa. .. 
L. Virgil Venable, Portland, Ore.... 25 
H. J. Wilkins, Newburgh, N. Y..... 20 
E. E. Steiner, Baltimore, Md....... 15 
John T. Brunn, Salt Lake City, Utah 10 
Nathaniel Kraus & Bro., New York. 5 





S. Samuel Wolfson, district manager 
of the Equitable Life at the Bible 
House, New York City, has leased addi- 
tional space across the hall from the 
offices on the second floor which he has 
occupied for the past four years. 





In paid business, all records of the 
National Life, U. S. A., were broken in 
July, the total amount being $2,547,332. 
December is usually the heavy month 
for paid business with all companies. 
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Before you can sell a man 

How to an insurance policy you 

Meet must create in his heart a 
Men desire for the goods, says 
a writer in The Prudential 
“Record,” and to do that you must se- 
cure his good will. Nor can you secure 
his good willif your appearance is slov- 
erly; if your behavior is impolite; or if 
your talk suggests that your benefit 
and not his benefit is your immediate 
object. To be sure, you are out for 
commissions, but that should be so 
enly in a general sense; the selection 
of a policy for the prospect should be 
on its pure merits, regardless of com- 
mission. Your talk will then be more 
impressive; it will have the true ring 
of sincerity about it and will help to 
create a desire for the goods. 

While the prospect is turning over 
the proposition in his mind, you must 
watch attentively the operations of the 
latter as revealed in his looks and 
language, and be ready to throw in 
such timely explanations as may 
smooth his mental difficulties. As in 
a close game of checkers, you must 
watch your moves carefully and not 
relax the tension, for if you do, the 
game may be lost; the interview may 
sink into a heedless, inconsequential 
chatter. If you have been able to keep 
the situation well in hand, and to win 
kis assent at the first meeting, well 
and good; you are to be congratulated; 
but even if you have only created in 
your man a desire for insurance, you 
have still done well, for the victory, 
unless it be your fault, is in all proba- 
bility only postponed and not lost; 
while even i: you have only gone so 
far as to create a good impression for 
yourself and your company, that itself 
is something; it leaves the door open 
for further operations, which can be 
Legun again at the point where you 
left off. 

In all first interviews the important 
peint is to try to get the case, but 
whether you get it or not, leave as 
good an impression behind you as you 
can. 

ak * ok 


It seems impossible that 


The Eyes any one could write life 
are a insurance without the use 
Factor of one’s eyes, although 


there is a successful agent 
who is blind. Vice-President Thomas 
A. Buckner, of the New York Life, says 
on this subject: 

“The eye in our business has far more 
to do with it than many of us realize. 
Just try going to your next interview 
with your eyes heavy and dull—without 
any ‘snap’ in it—with about the same 
expression in it that you would have if 
you were reading a paper or building 
air castles—and see how much of an 
impression you would make on your 
man. Then when you go to the next 
interview throw all the fire, all the 
snap, all the expression possible, into 
your eyes and note the difference. 

“You see you are not selling a man a 
commodity of which you have some- 
thing tangible to show him, except as 
you show him our policy during the 
conversation. The result is that you 
must get his attention mainly riveted 
on what you are saying to him, and 
this necessitates to greater or less de- 
gree his fixing his attention on you. 
If he finds in your make-up, in the very 
way you carry yourself, in the earnest- 
ness with which you convey your ar- 
guments to him—if he finds something 
in these that interests him you can hold 
his attention, and that means half the 
fight. 

“The tact you use, the arguments you 
use are all extremely important, but 
many a time the best argument falls 
flat because of the listless, half-hearted 
expression in a man’s face while the 
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argument is being made. And what 
controls the expression more than the 
eye? 

“Earnestness, or the lack of it, are 
conveyed with more effect and with 
greater certainty through the eye than 
in any other way. You often hear the 
remark that ‘So-and-So’s speech doesn’t 
read well, but when I heard him de- 
liver it, it captured the entire audi- 
ence’; or ‘Rev. Mr. Smith’s sermon 
does not seem as interesting when I 
come to look it over in print as when 
I heard him deliver it.’ In instances 
like this the personality of the speaker 
was so strong that he carried convic- 
tion in spite of reasoning or arguments 
that were not over good—and so it is 
with a life insurance man.” 


* * * 
In the pioneer days 
The Passing of life _ insurance, 


of the 
High Binder 


agents of the light- 
ning rod type went out 
to get the _ business. 
Ore transaction and they never saw 
their victim again—at least not inten- 
tivnally. 

The old idea was to get the money— 
and all of it the traffic would bear. The 
making of such slight mistakes as de- 
livering an Ordinary Life when a 
Limited Payment Life was promised 
was taken as a matter of course. The 
insured was not expected to understand 
a policy anyway! The skill in the 
business was in getting the money and 
getting away with it before the appli- 
cant got next. This became so appar- 
ent that the stayers in the game grad- 
ually reduced prevarication to a sys- 
tem. 

When the going was good a grafter 
often collected more in one day than 
he could spend in many nights. So he 
gathered around him more good fel- 
lows to help get rid of the money. An 
aggregation of smooth ones were col- 
lectively called high riders. As it took 
money to make the snares go, the 
crowd followed the crops. 

The high binder never quibbled about 
terms. He signed, without reading, 
aly contract put before him. Renewals 
were too far in the future to fool time 
over. And it never made any partic- 
ular difference about the schedule of 
cemmissions—so long as the contract 
carried advances. As to what net the 
company charged he troubled himself 
not. He simply kept all he got. When 
the company got enough—he_ got 
another company. 

In those early times life insurance 
laws were few—and uniformly unen- 
forced. The laugh was on the fellow 
who got stung. Moreover, the lawyer’s 
maxim, “Let the buyer beware,” made 
slipping one over legally safe. 

And so it developed that some years 
back the life insurance man did not 
hold a very high place in the land. 
First, his sins found him out. Then, 
those he had sinned against found him 











out. And finally he found himself out— 
without money, without credit, without 
heme, without friends, without family 
——an outcast of society. As there was 
no lower place for him to go to, he 
eventually began to improve. Then 
the law-makers caught the spirit and 
improved the laws. 

The far-seeing man in the life busi- 
ness early learned the way to help 
one’s self was to help humanity—that 
it pays, even in cash, to be clean as 
well as keen. 

The old days are past—only, some 
stragglers in the business may not 
know it. Almost everyone in life in- 
surance to-day is on the level, for the 
crooks long ago quit their crookedness 
or changed their profession. 

Moral: The intelligent life man of 
the present will not learn the costly 
lessons the high binder so dearly 
bought and paid for.—Arnett Agency. 
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The Duke of Wellington 

Brave It is credited with saying 

Five Minutes that the British soldier 

Longer was not braver than the 

soldiers of other coun- 

tries, but he was brave five minutes 

longer, and, of course, the result could 

only be one thing, namely, victory, as 

the Reliance Life of Pittsburgh observes 
with good point. 

That is one of the great secrets of 
victory—to keep brave the last five 
minutes. Many an army has surren- 
dered when just on the point of vic- 
tory. And the same is true of many a 
man. 

It is not more ability we need for 
our work—a very large majority are 
quite strong enough—but they need to 
be brave just five minutes longer. Sup- 
pose there are monotony and disap- 
pointment and annoyance. What of 
these things? They are not new. Every 
man who has ever done anything has 
met them all, and they have failed to 
daunt him. 

It is a good thing to make up one’s 
mind from the start not to run away 
from a difficulty, but to conquer it. 
Some one else will complete the work 
we have run from, when perhaps we 
have done the heaviest part of it, but 
just failed to complete it. 

on * oa 

Every agent has had to go 
When up against the bother of 
You are’ interruptions, says’ the 
Interrupted “Reliance Bulletin.” Some- 
times you have just got 
started on one of your strongest points 
—and the telephone bell rings; or a 
clerk appears with a bunch of mail. In 
such cases you must face the fact that 
the prospect has slipped the halter of 

your management. 

One insurance man has to meet this 
trouble very frequently. When his pros- 
pect gets called by telephone, or has 
to stop to settle some question, or has 
to step out of the office, for a moment 
during the interview, the salesman as 
soon as his prospect is ready to listen 
again fires some pointed question bear- 
ing on what he was saying at the time 
of the interruption. 

The prospect’s answer then gives him 
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an opening—no matter what that an- 
swer is—to go back quite a way and 
repeat what had already been said just 
before the interruption. In this way he 
is sure that the prospect’s mind is back 
in the right train of thought, before 
resuming the actual canvass. 

If very many interruptions occur dur- 
ing the same interview he varies his 
method by starting in “And another 
thing, Mr. Jones,” and he pretends to 
be stating a new and important point. 
But—and this is important—he does not 
take up anything very important, until 
he has said enough to be sure that the 
prospect’s mind has got away from 
whatever interrupted him, and is open 


again. 
* * o 


In most of your prospects 

You are you are fighting self-in- 

Fighting dulgence, selfishness, 

Selfishness weakness of will and intel- 

lect, extravagant living, 

bad management of income, an unwill- 

ingness to face facts and to learn one’s 

financial limitations, and ignorance, 
points out the Inter-National Life. 


But consider what you possess to 
“fight” those things with. You can, for 
instance, say, We are all selfish, we all 
want more money. I offer you the sur- 
est of easy ways to get more money. 
All of us are given to indulging our- 
selves. I offer you a way by which 
you can be more self-indulgent than 
ever. We all like to be a little extrava- 
gant, we think we’ve earned the right 
to be so. Now, I offer you a way by 
which you can be so without any fear 
of unhappy consequences. All of us 
are a little likely to manage our in- 
comes somewhat badly. What I offer 
you tends directly to correct that. Too 
few of us are unwilling to face facts— 
our financial limitations, etc. 

Your “fighting” such things thus is 
“fighting” them diplomatically, willing- 
ly. The diplomatic way as to every- 
thing, all your dealings with prospects, 
is the only, the one real success way. 





Life insurance replaces loss. It steps 
in when the bread-winner dies and helps 
the family while it is learning to help 
itself. It takes the place of the hus- 
band’s and father’s earnings as soon 
as they stop.—The Prudential. 
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A QUESTION OF EFFICIENCY 


SHOULD HE HANDLE SIDE-LINES? 





Differing Opinion Whether the Life 
Agents Should Sell Other Lines— 
Claims For Affirmative 


The efficiency experts claim that the 
essence of efficiency is concentrated ef- 
fort along specialized lines. But effi- 
ciency in some lines, particularly in 
manufacture, is claimed to be most 
highly developed under diversified 
manufacture, because when the dull sea- 
son for one product arrives, the plant 
takes up another. Something of the 
same idea of efficiency in insurance 


salesmanship has been considered be- 
fore. Have the lines of personal ac- 
cident, health, liability and other 
branches of the business any place in 
the work of the life insurance sales- 
man? Many say not. The other side 
of the question is thus stated by the 
Travelers: 

“The advantages enjoyed by agents 
in their ability to sell life, accident, 
health, compensation, liability and auto- 
mobile liability, cannot be too strongly 
reiterated. Different forms of insur- 
ance run in variable currents and some- 
times in seasonal currents. 

“Automobile liability insurance finds 
its greatest demand in April and May. 
During February and March of the 
present year the epidemics of grip and 
measles more than doubled the benefits 
paid under health policies in compari- 
son with those of corresponding months 
for many years, and directly increased 
the demand for health insurance. There 
are times when accident insurance runs 
more strongly than others. Every big 
accident produces an immediate de- 
mand and corresponding opportunity 
for solicitation. 

“Life insurance sells more steadily, 
and the same is true of compensation 
insurance, although these also have sea- 
sons of exceptional activity. The agent 
who can sell all these forms, who has 
them as one might say in his pocket, 
is in a position to take immediate ad- 
vantage of the business barometer in 
any and every line. With a wide ac- 
quaintance he has his finger on the 
pulse of the immediate demand, and at 
least one of these lines is always play- 
ing into his hands. 

“Again the agent may have planned 
to solicit for one line, only to find some 
other line that the man is more inter- 
ested in and which he can sell immedi- 
ately, leaving the first idea to mature in 
the prospect’s mind. Experience shows 
that no one form of insurance suffers 
from diversified solicitation but on the 
contrary each form develops oppor- 
tunity in every other line. The agents 
of the Company are more and more be- 
ginning to understand the value of the 
co-operative influence of these different 
lines of insurance, and it is leading 
the agency force as a whole along an 
ever-widening scope of solicitation. 

“The value of this co-operation in 
building up an income is evidenced by 
the fact that the commissions paid on 
the accident and health policies issued 
by the Travelers last year amounted to 
more than the renewal commissions 
paid by any life insurance company 
(industrial business excluded), with 
one exception. Compensation and lia- 
bility insurance would tell the same 
story.” 








J.D. BOOKSTAVER MAKES RECORD 

Jcseph D. Bookstaver, general agent 
of the Travelers, is a poor publicity 
man. He does not shout from the 
house-tops the glories of his achieve- 
ments as customary with some general 
agents and one must turn to the items 
of the “Travelers Agents’ Record” to 
discover that in June of this year his 
agency paid for more business than in 
the whole of 1911 and that for the first 
six months of 1916 its paid-for business 
was 105 per cent. of that of 1915. 


WAR CLAIMS PAID BY BRITISH COMPANIES 





Number Amount 
£ s. 
Nc stn cdnseeinddisesthbhsseRdsbbeseebherss séeveccrenceese @ 3,251 2,259 10 - 
British Legal and United Provident..........ee.ssseeeeeeeeeeceeee 2,325 28,753 14 7 
Britigh Widows ..ccccccccccvcccccccccccccccccccccsssccsccsecescescce 318 5,592 0 0 
BRORrts GF Oakk cccccvcscscccccccccsscedoccsoccencecevecevesesesecooss 27 389 16 3 
139,795 19 8 
Prudential ...ccccccccccccccccccccccscecesecvevcceccessscsoescescoscees 1,024,086 11 6 
END cenaccncicctcceccecedescocetshssétataseceeeccccrctesesecncccass 0,997 155,871 1 1 
Salvation Army ........csscccccccccccccccccccccccccsssscccsceccceees 320 5,017 15 6 
Wesleyan and General.......cccccccccsseccccceeereeetterssesessees 364 51,453 9 11 
ee ee for £42,595 8 2 
EE catotucse ccnesevsavewedepeabssusessen 462 7,823 16 1 
IN: “ncdatends ck0d saspast nner vesteuns 72 1,034 5 8 





“A MODERN CRIME,” SAYS MIX 





Striking Instance of the Man Who 
Refuses to Take Policy 
When Issued 





Robert J. Mix, manager for The Pru- 
dential in New York, tells of an actual 
occurrence which he characterizes as 
the modern crime. 

“Late in May,” says Mr. Mix, “Peter 
Robinson was induced by one of the 
agents connected with this office to 
apply for $5,000 worth of life insurance. 
The policy was issued on June 10. The 
agent immediately called on Mr. Rob- 
inson with the policy, but the latter 
declined to pay the premium at that 
time. A few days later the agent called 
again and made every effort to make 
Mr. Robinson see the desirability of 
putting the contract in force without 
delay, but Robinson again put him off, 
and wouldn’t state definitely when he 
would meet the premium. 

“On Sunday, June 8, while at dinner, 
Robinson ate something which dis- 
agreed with him and produced an at- 
tack of acute indigestion. He died at 
nine o’clock in the evening—eight days 
after the policy was issued! 

It now appears that Robinson left a 
widow and five children! He had no 
estate and not a dollar’s worth of life 
insurance! As a matter of fact, this 
man’s name was not Peter Robinson. 
In all other respects the above story 
is strictly true. 

“Now, tell me, am I putting it too 
strong when I say that this was noth- 
ing short of a crime? ‘Think of it! A 
clean $5,000 policy issued, with small 
premium, and the applicant a man 
presumably fond of his family, yet he 
delayed to'’meet the premium! An in- 
vestment of something like thirty-five 
dollars, which he certainly could have 
spared from his income, would have 
immediately created an estate amount- 
ing to $5,000, and yet he let it get away 
from him! Oh, what a mistake; what 
a terrible mistake! 

“But he didn’t expect to die in less 
than a month from the time he passed 
a first-class examination. No man ex- 
pects that, and yet it is likely to hap- 
pen to any human being! 

“It does seem to me that if every 
man in New York were acquainted 
with the history of this case, the result 
would be millions of new insurance 
written. I know at least one man who 
took out a good sized policy as soon 
as he heard of this crime.” 





The Southland Life Insurance Co. of 


Dallas is offering free vaccination 
against typhoid to all of its policy- 
holders. 





THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 








MIDLAND MUTUAL MEN MEET 





Tenth Annual Convention of Company’s 
Field Representatives Held at 
Cedar Point, Ohio 





The tenth annual convention of the 
field representatives of the Midland 
Mutual Life of Columbus, was held at 
Cedar Point, Ohio, July 24 to 29. This 
convention marked the tenth anniver- 
sary of the issue of the first policy of 
the Company on the life of its presi- 
dent, Dr. W. O. Thompson. 

About one hundred of the Company’s 
agents attended the meeting. The 
business sessions were devoted largely 
to educational matters. Prof. S. S. 
Huebner, of the University of Pennsyl- 
vania, addressed the agents. 





The Public Savings Insurance Co. of 
Indianapolis, has added the cities of 
Washington, Vincennes and Sullivan 
to the territory of Manager J. B. Sad- 
ler, who has been attached to the 
Washington office of the Company. 





FOUNDED 1865 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends 








The “‘Home Life”’ 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
policy-holders 
during the year and a solid 
growth in financial strength. 


benefits to _ its 


Assets increased _ to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agts. 
256 Broadway, New York, N. Y. 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 


See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely ne 
and different to talk to povome pres- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a thied less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








OOD work is recognized by this 
Company. Men with their 
future before them should listen. _ If 
you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN 
President 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 








W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Inc. 1851 

New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 
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ROYAL ARCANUM’S SCHEDULES 


AGE LIMITS FOR ADMISSION, 18 TO 55 YEARS UNDER 
THE FOLLOWING TABLES OF RATES PER $1,000 


Certificates issued for $1,000, $1,500, $2,000 or $3,000 


THE 
METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


eee eee Of the People 
The Company By the People 
——— For the People 














OPTION D. 

_..| .4 constant rate to age 65 with reduc- 
A constant rate for the whole of life| tion by one-half of assessment at 65, 

at attained ages computed from near-| disability provision before 60 and op- 


OPTION A. | 















































it sounds like the com- 

Mind mand of an _ indignant 

Your Own woman to a prying neigh- 

Business bor, but the Preferred Ac- 

cident has converted this 

old by-word into the following apt 
truism: 


“No wonder there are so many par- 
tial failures, so many half successful 
insurance agents. No wonder so many 


’ fall far short of filling with credit and 


profit to themselves the requirements 
of their position and the development 
ci an efficiency that promises success. 
They don’t strictly mind their own 
business. 

“It is a twenty-four-hour a day task 
to learn to mind your own business— 
to learn to devote entire time, energy 
and ability in furtherance of your own 
affairs. 

“The business world sweeps on. It 
is up to you to sweep with it. This 
you must do or be swept to one side. It 
requires energy and undoubtedly you 
generate a certain amount each day, 








but how do you expend it? If not ex- 
pended in strictly and methodically 
minding your own business, it is en- 
ergy wasted. 

“Your energy is a large part of your 
capital and must all be invested in 
your business and not allowed to ooze 
out in side issues or in enviously try- 
ing to follow the methods of a more 
successful agent. 

“Your own business is your business. 
Mind it and it only—mind it every hour 
in the day and every day in the week. 

“You haven’t the ability of another— 
never mind that—mind your ‘own busi- 
ness. 

“You haven’t the opportunities of 
another—never mind that—mind your 
own business. 

“You haven’t the advantages of 
another—never mind that—mind your 
own business. 

“Mind your own business—putting 
aside all other things, keep steadily on 
minding your own business and you 
will soon learn to spell in capitals the 
word success.” 





Warm Personal Interest 





That describes the happy 


The Fidelity 


Insurance 


the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


WALTER LeMAR TALBOT, President 


relation existing between 


Mutual Life 


Company 
PHILADELPHIA, PA. 














WILLIAM N. COMPTON 


DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 
OF THE 






General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 






S=xisiat > — 


INSURANCE COM 
OF GOSTON MASSACHUSETTS 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 











est birthday on date of admission. tional old age benefit at 70 on surren- 
der of certificate. . ° 
Monthly Optional The Daily Average of the Company's 
For $1,000 For $1,000 Rate Benefit Business during 1915 was: 
Age Mo. An. Monthly yng Per a 639 per day in Number of Claims Paid 
er a : —— 
Le 9,175 per day in: Number of Policies 
Serer $0 81 $9 72 $1 00 $0 50 $604 05 , 
Oe eeepc 81 9 72 1 02 61 603 02 issued and Revived. 
OD siaceensce 81 9 72 1 04 52 601 94 $1,056,438 per day in New Insurance 
eer cre 81 9 72 1 07 54 600 81 Issued, Increased and Revi 
Sarees 83 9 96 1 10 65 599 63 oe ee 
BS nrcccscces 86 10 32 1 14 57 598 37 $326,016.59 per day in Payments to 
PR renee 89 10 68 1 18 59 597 04 Policyholders and Addition to Re- 
ee 92 11 04 1 22 61 595 65 serve. 
OE coeah cient 95 11 40 1 27 64 594 18 : 
Mats oir aiens 99 11 88 1 31 66 592 62 $146,602.49 per day in Increase of 
| OR otc aanics 1 02 12 24 1 36 68 590 98 bs Assets 
i seers 2 72 1 42 ae ee 
5 epneatnee i 10 13 30 147 i 587 41 |  Metropoliten Life Insurance Company 
2% Seen 113 13 56 1 53 17 585 47 Home Office Building JOHN R. HEGEMAN, President 
; er errer 117 14 04 1 60 80 583 42 
: ©: camneaanee 1 21 14 52 1 66 83 581 24 
:  erereses 1 25 15 00 1 73 87 578 93 
, Beene 1 30 15 60 1 80 90 576 48 
j Oe eenosekats 1 36 16 32 1 89 95 573 88 . ORGANIZED 1871 
OP Gxsacunee 1 42 17 04 1 97 99 571 11 ee oe 
 Sresenae 1 48 17 16 2 103 8316 | Life Insurance Company of Virginia 
EP acsscasoes 1 54 18 .48 2 16 1 08 565 03 
pares 1 61 19 32 2 27 114 561 67 CS, Veal 
SP aeere 1 68 20 16 2 37 1 19 558 10 ee page= - STRONGEST 
Oe decwinnane 1 76 21 12 2 49 1 25 554 27 aes SS ee Cee | 
t __ ee See 1 83 21 96 2 62 1 31 550 18 Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 j 
OP cccsteseers 1 91 22 92 2 75 1 38 545 79 CONDITION ON DECEMBE . 
Seong 2 00 24 00 2 88 1 44 541 06 Pr Enis wtsisisaensiivaniasanbs: nme cision EAS a 
et — 2 08 24 96 3 05 1 53 536 97 EAUMIER simpencgensibesenieinntie snavaneiealinaaniabdeant 10,818,731.99 
ey eee 218 26 16 3 22 1 61 530 48 eaten my lee Surplus........esseee Ocrevcvececccccovccccoces 1,811,125.66 
AS sees eens 2 28 27 36 3 40 1 70 524 63 Payments to Policyholders since Organization... ra “Stn 
= eer ere : hod o : — : o aaa po Is Paying its Policyholders Over.........sce-.scsssscssesseeeceseees $ 1,350,000.00 annually 
a serine 2a i 4a 3 04 503 39 GOOD TERRITORY FOR LIVE AGENTS 
sce semaines 2 78 33 36 4 35 218 494 98 
ee 2 91 34 92 4 63 2 32 485 72 
Oe Pr 3 03 36 36 4 96 2 48 475 46 
DP. atvsencues 3 14 37 68 5 34 2 67 464.05 
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This newspuper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 


Subscription Price $3.00 a year. Single 


copies, 15 cents. 

Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 








MASSACHUSETTS’ GREAT RECORD 

No old-line life insurance company 
chartered under the laws of Massachu- 
setts has ever failed or quit the business. 
This fact has been established by Ar- 
thur E. Childs, president of the Colum- 
bian National Life of Boston, in a dis- 
cussion carried on through the columns 
of The Eastern Underwriter, between 
Mr. Childs and Robert F. Moore, agency 
secretary of the Southern States Life 
of Atlanta. 

Massachusetts, the cradle of life in- 
surance in this country, may well be 
proud of its record. A strong group 
of companies has maintained the repu- 
tation of the State in life insurance and 
the name is associated all over the 
country with the best practices of the 
business. Massachusetts life Insurance 
has come to mean a definite thing and 
Massachusetts life insurance men guard 
that meaning jealously. 





“UNIONIZING” AGENTS 

The attempt to stir up a disturbance 
among the industrial agents of The Pru- 
dential by persons interested in form- 
ing a labor union among them, has 
failed and this is fortunate. The main 
interest in life insurance is the preser- 
vation of the interests and indemnity 
of the policyholders, and the leaders 
of the agitation among the few disaf- 
 fecting agents stood for an unsettlement 
of the business so as to affect the small 
industrial policyholders. Wild and in- 
coherent statements were made by some 
of the agitators supposed to reveal un- 
known things concerning the methods 
of the industrial writing companies and 
the rights of policyholders, which were 
pictured as being abused. Such stuff 
can be only amusing to even the aver- 
age citizen, who knows that the busi- 
ness is under the close supervision of 
the State insurance departments and 
the records of all of these companies 
are an open book. The only person 
likely to be affected by this kind of agi- 
tation is the unthinking industrial pol- 
icyholder and he is usually in greatest 
need of life insurance protection. All 
efforts to “organize” industrial agents 
in the past have failed and they always 
will, because they promise no construc- 
tive good to the business or the inter- 
ests of those most concerned, the in- 
dustrial policyholders. 


BORING THE OWNER 

Many excellent persons work with 
earnest devotion along lines of futile 
purpose. They will never get anywhere 
because they are not in line with pre- 
vailing tendency and development. 
There is a great deal of legislative ef- 
fort that is just like that. A case in 
point is the new law in North Carolina 
requiring that when a property in the 
State is rated for fire insurance, a de- 
tail rating must be furnished to the 
owner, showing the basis rate, and de- 
ficiency charges. That is excellent, but 
the trouble is nobody will read the 
schedule, few who read would under- 
stand and the owner would invariably 
put it up to his broker or agent any- 
way, so nothing much is achieved. The 
effort is right but it is misdirected. So 
much is indicated in the insurance com- 
missioner’s own words: 

The law now requires that whenever 
any property in the State is rated that 
a detail rating shall be furnished to the 
owner or his manager showing the basis 
rate, the deficiencies charged for, the 
credits given and the rate made. This 
enables the citizen to see what it is that 
makes up the rate on his property, and 
in many cases he can have the rate 
reduced by making correction of defi- 
ciencies. Many agents in the State say 
that the people are paying very little 
attention to these detail ratings even 
when they are given to them. I trust 
that this is not the case. The agent is 
also required to stamp upon the back 
of each policy the synopsis of the rate, 
showing the basis, total deficiencies, to- 
tal credits and rate. Every citizen of 
the State is urged to examine his pol- 
icy, see what he is charged for defi- 
ciencies, and find out if he cannot have 
these deficiencies removed. 





H. A. Logue, president, and Joseph 
Wingerson, engineer of Logue Brothers 
& Company, Inc., of Pittsburgh, were in 
New York this week. Mr. Logue ac- 
companied by Mrs. Logue has been 
spending the summer at Cambridge 
Springs, Pa. He came to New York 
from that place and was joined by Mr. 
Wingerson. They have been going over 
some business matters here. Mr. Logue 
returned to Cambridge Springs on Wed- 
nesday night. 

* a 

Gerald E. Hart, former secretary and 
manager of the Florida Fire and Casu- 
alty Co. of Jacksonville, and now an 
independent adjuster, is in New York 
this week on business accompanied by 
one of his clients. 

* ok * 

C. Wesley Griffin, formerly special 
agent in the accident and liability de- 
partment of the Aetna Life in Hart- 
ford, now in charge of the Casualty 
branches of the general agency offices 
at Nashville, Tenn., is paying a visit 
to the home office in Hartford this 
week. He was in New York on 
‘Monday. 

a i as 

Captain Cuttle, a rough looking, good- 
hearted, retired merchant-captain in 
Dickens’ novel, Dombey and Son, has a 
prototype in David A. Cuttle, of the San 
Francisco office, who started with the 
New York Life in April, 1916. Capt. 
Cuttle had a hook in place of a right 
hend, with which he did everything, 
from frying sausages to wiping his fore- 
kead when excited. David Cuttle has a 


hook on his right hand, with which he, 
brings in business, $142,000 up to June: 


39. He will of course be in the $100,- 
000 Club and hereafter without ques- 
tion be a permanent member of the 
$200,000 organization. He is a born 
life insurance man and is the type of 
chap who not only makes money for 
himself but does everything in his 
power to elevate the standard of the 
business. He-worked his way through 
college by writing insurance for the 
New York Life and is now with the 
Company.—New York Life Bulletin. 

















L. G. HODGKINS 


L. G. Hodgkins assumed his new du- 
ties last week as secretary of the Na- 
tional Conference of Automobile Under- 
writers, at the offices of the Conference 
in this city. Mr. Hodgkins was man- 
ager of the Massachusetts Rating and 
Inspection Bureau and took a leading 
part in the development of workmen’s 
compensation business in the Bay State. 
He was long identified with the Massa- 
chusetts Insurance Department, where 
he started at the bottom and was ad- 
vanced through various divisions of the 
work until he became the right hand 
man of Insurance Commissioner Frank 
H. Hardison. When the Massachusetts 
Rating and Inspection Bureau was 
formed he was appointed manager be- 
cause he was the best qualified man 


available to fill that important position. 
* ea * 


Capt. Harry Ford, superintendent of 
agencies of the Western States Life, 
says that Easterners who see nothing 
but desert in crossing the mountain 
States, get a wrong impression of those 
commonwealths. While Nevada, Utah 
Wyoming and one or two other States 
appear to the Easterner as almost un- 
inhabited, if the visitor could get off 
the main line of the railroads into the 
valleys he would discover that these 
valleys have large populations, which 
furnish fine prospects of insurance, as 
is proven by the volume of insurance 


written in those States. 
on * * 


Richard G. Oellers, Jr., superintend- 
ent of agents of the eastern depart- 
ment of the Columbian National Fire, 
who died at his home in Atlantic City 
last week, will be remembered as hav- 
ing been secretary of the American 
Union and later executive special 
agent of the First National Fire. He 
was taken sick in Philadelphia three 
months ago with a heavy cold. 

* oe oe 


Arthur F. Sandford, special agent of 
the Liverpool & London & Globe for 
Western Pennsylvania, with headquar- 
ters at Pittsburgh, motored over from 
the Smoky City and is spending his va- 
cation along the New Jersey coast and 
touring this section of the country. 
“Sandy,” as he is popularly known 
among the field men, has become a very 
enthusiastic motor “Bug.” 

ae * a 


Ralph Waldo Hill, of Kansas City, 
who was last month appointed to the 
position of assistant solicitor of the 
Department of State at Washington, his 
work having to do solely with inter- 
national affairs, was a stenographer in 
the Massachusetts Mutual Life’s Kan- 
sas City office in 1907-8. 


The Human Side of Insurance 








Wilmer L. Moore, president of the 
Southern States Life, has again been 
called by Governor Harris to the head 
of the Georgia Training School for 
Girls. He became chairman of the 
board of managers on the establishment 
of the institution in 1913, and has been 
re-appointed by the Governor at the end 
of each term since. 


The success of this school has been 
unusual. It has assets now, certified 
tc by the accountant selected to pass 
upon all the books of State institutions, 
in excess of all State appropriations. 

co * co 


George Shipton, of 50 Burbank street, 
Pittsfield, Mass., celebrated his 73ra 
birthday the other day. Incidentally 
he also celebrated recently his 51st 
year of continuous service as account- 
ant of the Berkshire Life Insurance 
Company. he is as hale and hearty 
as most men of 50 despite the more 
‘than half a century he has been en- 
gauged in sedentary work. Walking 
has kept him well. His home is half 
a mile from his office. He walks to his 
work. He walks from his office to his 
home for luncheon and he walks back 
te his desk. And he walks home after 
his day’s labor is ended. He walks at 
least two miles every day. Some days 
ke walks home in mid afternoon either 
for exercise or to have tea with his 
fclks. In all his life he has had but 
three jobs. As a boy he worked in the 
Telefgar Iron Works in Wales. When 
he came to America he got employ- 
ment first as bookkeeper and cashier in 
the William H. Cooley grocery store in 
Pittsfield and he left there to go to 


the Berkshire Life—Commerce and 
r'inance. 

oe ok ok 
George W. Thomas, of Scranton, 


gratified a life long ambition and vis- 
ited New York City last week. Fora 
normal man this would be a common- 
place occurrence, but Mr. Thomas is not 
u normal man. He weighs 400 pounds 
and is paralzyed in both legs and his 
right arm. In spite of these handicaps 
and the fact that he is constantly con- 
fined to his bed, Mr. Thomas has 
earned a considerable income for the 
past twenty-eight years selling life in- 
surance. He transacts his- business 
entirely by telephone and has a special 
receiver and transmitter strapped to 
his head. He sometimes receives and 
sends a thousand telephone messages 
@ day. Mr. Thomas had a specially 
constructed harness made for himself 
in which to make the trip to New York. 


Theodore Charles Edward Blanchard, 
director and head of the real estate 
department of The Prudential, died 
at Newark last week. He was the old- 
est of The Prudential’s board of di- 
rectors and succeeded his father, who 
was one of the original incorporators 
of the Company, to membership on the 
board. Mr. Blanchard was a veteran 
of the civil war and prominent in 
Grand Army activities up to the time 
of his death. 

Mr. Blanchard was the oldest of four 
sons Of Noah Farwell Blanchard, one 
of the organizers of The Prudential 
and its first president, serving from 
1879 until his death in 1881. The elder 
Blanchard was a pioneer American 
leather manufacturer and also promi- 
nent in local finance. He had much 
faith in the ability of John F. Dryden, 
first secretary of The Prudential and 
its founder, and in his will arranged 
that all of his stock in that Company 
should be kept intact im order that Mr. 
Diyden would succeed him ag presi- 
dent. The Blanchard interests in The 
Prudential have been very heavy from 
the time of its inception to the recent 
mutualization of the Company. 

* * ok 


H. S. Barber, secretary of the Com-| 
mercial National of Chicago, has been! 
in town for several days. 
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Fire Insurance Department 


DON’T NEED REVENUE STAMPS 


ON ESSEX COUNTY INSURANCE 





Policies Issued on New Jersey County 
Property Held Exempt From 
Federal Tax 





Newark, Aug. 10 (Special).—Revenue 
stamps are not required upon insurance 
policies issued by the Insurance Fund 
Commission of the Board of Freehold- 
ers, according to a decision by County 
Counsel Herbert W. Taylor. The ques- 
tion was raised if the recently organ- 
ized commission would have to pay war 
tax on the policies it had started to is- 
sue against fire on county properties. 
Mr. Taylor ruled that the tax was not 
required in cases where there was no 
gain by the business transaction. 

Reports were made by Freeholder 
Richard F. Mattia, chairman of the com- 
mission, that the first insurance had 
been placed. This consisted of $16,200 
on the administration building at the 
Soho Isolation Hospital; $12,600 on the 
smallpox ward and a similar amount on 
the scarlet fever pavilion. This, amount- 
ing to $41,400, is the insurance for 
which the county is assuming responsi- 
bility. The rest of insurance on the 
buildings has been placed with private 
insurance companies. 

It was also decided to insure the new 
shacks, erected at the Isolation Hospi- 
tal for the care of infantile paralysis 
cases. The shacks, together with a 
temporary nurses’ home, have cost the 
county about $10,000. The insurance 
will cover the temporary structures un- 
der a policy containing provisions for a 
maximum award of $8,000. The ambu- 
lances at the hospital were also ordered 
imsured against casualties of all descrip- 
tions. Heretofore the ambulances have 
been insured for fire and liability only. 
The action followed a report of the re- 
cent wreck of one of the ambulances in 
a collision with a trolley car. 





MAKES TWO EXAMINATIONS 





New York Department Reports on Con- 
dition of London Assurance and 
Royal United States Branches 





Examiners for the New York State 
Insurance Department have filed their 
report on the United States branches 
of the London Assurance Corporation 
aud the Royal Insurance Co. The re- 
perts were made as of March 31. 

The London Assurance, according 
to the examiners, then had total ad- 


‘mitted assets in this country of $3,103,- 


026, liabilities of $2,298,382, unearned 
premium reserves of $2,060,776, and 
surplus to policyholders of $804,643. 
The Royal’s figures show total ad- 
mitted assets of $13,290,921, liabilities 
of $10,022,711, unearned premium re- 
serve of $8,848,490, reserve for unad- 
justed losses of $1,071,808, surplus to 
policyholders of $3,268,209. 





FIREMEN’S VIRGINIA SPECIAL 


Washington, D. C., Aug. 9 (Special). 
—The Firemen’s Insurance Company of 
Newark has appointed T. H. de Graf- 
fenreid as Virginia special agent. Mr. 
de Graffenreid has recently been with 
Rhett & O’Bern, general agents at At- 
lanta, Ga. He will make his head- 
quarters at Richmond, Va. 





SITUATION WANTED 


High class reliable solicitor, experienced 
; in all lines of insurance is open for en- 
; gagement with either an agency or 
brokerage office in New York. Can fur- 
nish reference. 
Address: SOLICITOR, care of The 
Eastern Underwriter, 105 William Street, 
New York City. 








A= 








ANOTHER OLD FIRE POLICY 





Rates Under Aetna Form Show Differ- 
ence in Insurance Cost 
Since 1875 





Editor The Eastern Underwriter: 

I have just read in your last issue 
an article referring to old insurance 
pclicies. 

I have in my possession Policy No. 
73176 of the Aetna Insurance Company 
of Hartford issued to my father, Wil- 
liam Roe, under date of June 22, 1875. 
This policy was for a term of one year 
insuring my father’s home, furniture 
and barn, and the rate upon dwelling 
ard contents is given as 75c. and barn 
at 85c., the total premium on $5,500 
being $42.20. The buildings are still 
standing and occupied by my brother 
as his home, but the rate has changed 
quite materially. The buildings are 
now in the protected class, and the 
rates are 50c. and 75c. respectively for 
three years. If they were unprotected 
as they were at the time of the issue 
of the Aetna policy the rates would 
now be 75c. and $1 respectively for 
three years. You will note the dif- 
ference of insurance cost now as com- 
pared with the year 1875. This policy 
is signed by L. J. Hendee, president; 
J. Goodnow, secretary, and James A. 
Alexander, who was the Company’s 
agent at 173 Broadway, New York. I 
consider the policy to be somewhat of 
a valuable relic. 

JOHN J. ROE. 

Patchogue, L. I., Aug. 5, 1916. 





LUNING HEADS FLORIDA FIRE 





Insurance Commissioner Elected Presi- 
dent Over Protests of Minority— 
Old Officers Out 





Jacksonville, Aug. 9. (Special. )— 
At a special meeting of the stock- 
holders of the Florida Fire and Casu- 
aity Insurance Co., at Jacksonville, 
Hon. J. S. ‘Luning, State treasurer and 
insurance commissioner, was elected 
president of the Company. Mr. 
Luning was not previously a_stock- 
helder but a few shares were trans- 
ferred to his name to qualify him pre- 
vious to the meeting. Retiring Presi- 
dent C. S. Barnes presided at the meet- 
ing, at which, in addition to the stock- 
holders present, 12,000 proxies were 
voted for ‘Mr. Luning. 

The minority stockholders, repre- 
sented by Gerald E. Hart, former sec- 
retary and manager of the Company, 
filed a protest against the election of 
Mr. Luning on the grounds that being 
a public officer he could not legally 
hold the position. 

Mr. Barnes and Secretary 
were not re-elected. 


Martin 





WANT FIRE COMPANIES TO PAY 





Standish Arms Apartment Makes Claim 
on Companies for Glass Loss in 
Building 





The owners of the Standish Arms 
Apartment House located on Columbia 
Heights, Brooklyn, have made claim 
egainst the fire insurance companies 
for thirty window lights which they 
claim were broken as the result of the 
explosion and fire on Black Tom Island. 
This is the first claim of the kind made 
on the Black Tom loss and is con- 
sidered important because of the 
thousands of uninsured glass losses 
that would come under fire policies. 





GRANITE STATE APPOINTMENT 

The Granite State Fire Insurance 
Company, Portsmouth, N. H., have ap- 
pointed Prevost & Herring as second 
agents in Philadelphia, succeeding L. M. 
Addis. 














FIRE AND MARINE 
INSURANCE—ALL LINES 








The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° . 
Assets 
Liabilities (Except Capital) 

Surplus to Policyholders . 


Statement January 1, 1916 


; -  $1,000,000.00 
: 2,377,857.39 
- : 467,413.45 
‘ 1,910,443.94 








AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 























MUNITION CONTRACT RUMORS 





Rumor That British Government Was 
Buying Up Unfilled Orders at a 
Premium Evidently Unfounded. 





A rumor which was of particular in- 
terest to fire underwriters to the ef- 
fect that the British Government was 
buying up at a premium at of from 10 
to 25 per cent. all contracts made in 
this country for munitions for de- 
livery after August 15th was evidently 
a little premature. Within the last few 
days a contract was let for more than 
$2,000,000 worth of shrapnel with a 
large American concern. 

If the British Government had any- 
thing like this in mind it was no doubt 
dispelled when it learned the amount of 
munitions used in the recent and now 
progressing drive of the Allied army on 
the West front. 


SUCCEEDS HARRISON LAW 





Berthold M. Harris New Secretary of 
Fire Brokers’ Association From 
September 1 





Berthold M. Harris will become sec- 
retary of the Fire Brokers’ Association 
of New York on September 1. He suc- 


ceeds Harrison Law, resigned. Mr. 
Harris is well acquainted with broker- 
age problems and conditions, having 
been a broker for the past twenty 
years. He started with George H. 
Norcross, whose business he assumed 


on the latter’s death. 





HOWARD P. MOORE ILL 
Howard P. Moore, assistant secretary 
of the Home Insurance Co., underwent 
an operation for appendicitis at St. Ag- 
nes’ Hospital, White Plains, N. Y.; on 
Sunday. On Wednesday, Mr. Moore’s 
condition was reported as favorable. 









+ | 
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The William H. Kenzel Co. 
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' Imperial Assurance Co. Equitable Fire & Marine 
of New York 


Commerce Ins. Co. Granite State Fire Ins. Co. 


of Albany, N. Y. of Portsmouth, N. H. 
Columbian Nat. Fire Pittsburgh Fire 
Ins. Co. Ins. Co. 


of Detroit, Mich. 


Franklin Fire Insurance Co. 
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of Providence, R. I. 


of Pittsburgh, Pa. 


of Philadelphia, Pa. 
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Middle Department Field Men Snapped at Atlantic City 


























Reading from Left to Right—Geo, A. Clarke, State Agent, Home Insurance Company; four 
ex-Presidents of Underwriters’ Association of Middle Department—G. A. Russell, Special Agent, Citi- 
zens’ of Missouri; E. A. Innes, Special Agent, County Fire; Hugh O. Michaels, Special Agent, Insur- 
ance Company of North America, and C. M. Kerr, Special Agent Farmers’ Fire; C, G. B. Gaillard, 
Agency Superintendent, Fred. S. James & Company, and H. C. Chase, Special Agent, New York 


Underwriters’ Agency. 








Drastic Report on 
White Plains, N. Y. 


CITY SHOULD SPEND $150,000 AT 
LEAST 








National Board Engineers’ Recommen- 
dations Raises Outcry—Would Mean 
Annual Cost of $75,000 





The drastic recommendations of the 
engineers for the National Board of 
Fire Underwriters in their report on 
White Plains, N. Y., has raised an out- 
cry from that city, which figures that 
the proposed improvements would cost 
$150,000 and would mean an annual 
upkeep cost of $75,000 which they say 
is more than Mount Vernon or New 
Rochelle spend and they are twice as 
large as White Plains. The report says 
that the gross fire loss for the past five 
calendar years, as shown by the records 
that were available, amounted to $541,- 
779, the annual losses varying from $18,- 
000 in 1915 to $264,080 in 1913. The 
average number of fires varied between 
27 in 1913 to 57 in 1911, with an aver- 
age loss per fire of $2,254, a very high 
figure. 


High Per Capita Loss 

Based on an average population of 
18,500, the average annual number 
of fires per 1,000 population was 2.11, 
a low figure, and the average annual 
loss per capita was $5.85, a high figure. 
- The number of companies and sta- 
tions is greater than would be neces- 
sary with the department on a paid 
basis with all apparatus motor-driven, 
the report says, and a company doing 
essentially police service, such as the 
patrol company, should not be classed 
as a fire company. The absence of 
pumping engines is most serious, as 
the water system is not capable of fur- 
nishing direct hose streams at many 
points. 

The following recommendations are 
made: 


Recommendations 
Water Supply—That a competent 
hydraulic engineer be appointed as 
superntendent for an indefinite term 
with removal only for cause. 
That all necessary tools for quick re- 


full paid assistant chief, and the fol- 
lowing changes in companies be made: 

(a) Headquarters to be located at 
the Martine avenue station; 12 full paid 
men, including a captain and two lieu- 
tenants, the chief to be located at this 
station. 

(b) At the stations now occupied by 
the Chatterton Hose Company, the 
South Side Engine Company and the 
East Side Hose Company, 4 full paid 
men each; including captain and lieu- 
tenant, and 8 call men, 4 of the latter 
to receive extra compensation and to be 
required to sleep at the station; the as- 
sistant chief to be located at the South- 
side station. 

(c) Additional men to be employed 
to fill in on vacations and days off. 

(d) Quarters of Hope Engine Com- 
pany and Union Hook and Ladder Com- 
pany to be abandoned and the property 
disposed of. Also when conditions war- 
rant to establish a fire station near 
Gedney Farm. 

It is also recommended that civil ser- 
vice rules govern all appointments. 


The changes in the apparatus sug- 
gested is the providing of the aerial 
truck with a tractor and locating it at 
headquarters, the city truck to be held 
in reserve. Provide the South Side, 
Chatterton and Gedney Farm companies 
with auto pumping engines. Place the 
Chatterton auto in service at the East 
Side station and maintain the present 
Independent auto at headquarters. 
Transfer the automobile of the Patrol 
Company to the police department. 

It is also suggested that more hose 
be purchased, a drill school be estab- 
lished and other changes be made. 


pair be kept in automobile truck at 
night for emergency use. 

That a complete plan be made of the 
distribution system showing size and 
locations of mains, gates, valves, etc. 

That a recording pressure gage be in- 
stalled in pumping station and also at 
water office of fire department head- 
quarters. 

City Supply Works 

That a comprehensive survey and 
study of the available sources of sup- 
ply be made and definite plans be pro- 
vided to insure development of water 
supply. Attention is called to present 
excessive leakage from the reservoirs. 

That a pump of at least 5,000,000 gal- 
lons a day capacity be installed and 
plans be made for displacing the pres- 
ent 1,000,000 gallon pump with a sec- 
ond unit of at least 5,000,000 gallons a 
day. 

That boilers be bricked in and addi- 
tional boiler capacity be provided. 

That suctions be arranged so that all 
pumps can be supplied simultaneously 
and the steam piping so arranged that 
not more than one boiler will be ef- 
fected by a break. Also that pumping 
station be made fireproof. That at least 
two men be maintained on each shift 
at the pumping station and that a res- 
ervoir caretaker be employed. 

Mains 

Also that many new mains be laid 
in certain sections of the city, and many 
more hydrants installed. 

Fire Department 

That the department be re-organized 
on a paid basis, to include a full paid 
chief (preferably one who has been in 
a well organized paid department), a 
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premium somewhat under the standard 
rate, the underwriter is touched—and 
hence, as before said, the question. 

Such concessions, however, in the 
cold light of day, are bad underwriting. 
If they can be given profitably, the 
standard rates are too high. If not, the 
kindly heart that granted them is cer- 
tain to experience a chill. : 
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Tangle in Placing 
Position of Brokers 





CONTRARY CONSTRUCTIONS ARE 
POSSIBLE 





Reversing Two Lower Court Decisions, 
Supreme Court Analyzes Question 
of Agency 





The New York Supreme Court un- 
tangled an involved case in connection 
with an automobile fire loss, in which 
it reversed two lower court decisions 
and sent the case back for re-trial on 
the question of agency. The opinion 
analyzes this question thoroughly, con- 
strues the New York statutes on agency 
and upholds warranties by a broker for 
the assured. 

A policy was issued for $1,500 by a 
lccal agent through brokers adjacent 
to his office. These brokers, Kennedy 
and Mooney, obtained a written appli- 
cation through an agent of the insured 
that the car was a 1908 make and cost 
$2.300; whereas it appeared the car 
was made in 1907 and bought as a sec- 
ond-hand car for $850. In addition to 
this sum, money was expended for re- 
pairs. 


Contrary Constructions Possible 


There were two trials of the case. In 
the first trial the jury were instructed 
that Kennedy and Mooney were bro- 
kers and were the plaintiff’s agents and 
the plaintiff was bound by their state- 
ments, and that it was for the jury to 
say whether the facts, as stated in the 
application, were material to the risk. 
The jury found that they were not ma- 
terial and gave judgment for the plain- 
tiff. A new trial was granted by the 
court, at which the jury were instruct- 
ec that the statements in the applica. 
tion, as to the cost of the car and the 
year of the manufacture, were in fact 
fulse and material; and that, if the 
statements were given to Mooney and he 
wrote them in the application, the 
plaintff could not recover, and that the 
brokers were the defendant’s agents 
and not the agents of the plaintiff and, 
if the plaintiff gave correct answers 
and they were incorrectly written down 
by Mooney, then the plaintiff could re- 
cover. Upon the foregoing instructions 
there was a second judgment in favor 
ct the plaintiff. 

The Appellate: division of the Su- 
preme Court of New York, in review- 
ing the second judgment, conclude that 
the matter was one of agency and with- 
in Sec. 49, of Chapter 33, Laws of 1909, 
which is as follows: 

Sec. 49. Every agent of any insurance cor- 
poration doing business in this State shall, in 


all advertisements of such agency, publish the 
location of the corporation, giving the name 
of the city, town or village in which it has 


its principal business office, and the State or 
government under the laws of which it is or- 


ganized. The term “agent ” in this chapter 
shall include an acknowledged agent or sur- 
veyor or any other person who shall in any 


manner aid in transacting the insurance busi- 
ness of any insurance corporation not incor- 
porated by the laws of this State, and any bro- 
ker whose business, in whole or in part, is to 
negotiate for and place risks, deliver the poli- 
cies covering the same and collect premiums 
therefor. 


Commenting on this point the court 
said: 

Became Question of Agency 

The question is whether Kennedy 
and Mooney, acting as brokers for 
plaintiff to place her insurance, be- 
came, by force of this section, agents 
for the defendant company, so that it 
became chargeable as matter of law 
with the knowledge or notice which 
they may have had, but which they did 
not communicate to defendant. I do 
not think such was. the legislative in- 
tent or that the language used imports 
such a meaning. The purpose of the 
statutory definition of the term “agent” 
contained in this section, appears to 
be, not to establish the relation of prin- 
cipal and agent as between a foreign 
insurance company and a person who 
seeks to place with it insurance as bro- 
ker for the insured, but rather to reg- 
ulate and control the business of for- 
eign companies in this State. The lan- 
guage employed for that purpose is: 
“The term ‘agent’ in this chapter shall 
include * * * any broker whose 
business,” etc. 

There are many provisions in “this 
ciapter” (the Insurance Law) which 
prohibit agents of foreign insurance 
companies from placing risks in this 
State until the laws here regulating 
such business have been complied with, 
and the intent is that these provisions 
shall apply equally to brokers and pro- 
hibit them from placing insurance 
where duly constituted agents would be 
prohibited from so doing. Some of the 
sections in which the term “agent” ap- 
pears, and which, by force of section 
43, must be held to include “broker,” 
are as follows: 


“By section 38, every agent who 
receives or collects any money as such 
is made responsible therefor in a fidu- 
ciary capacity. By section 50, no per- 
son shall act as agent for any foreign 
insurance company, or negotiate for 
risks, unless such company has com- 
plied with the provisions of the Insur- 
ance Laws, and, if he does, is subject 
to a penalty. By section 134, agents 
for foreign insurance companies are 
prohibited from writing policies in any 
city or village until they have given to 
the treasurer of such city or village a 
bond for the benefit of its fire depart- 
ment, conditioned to pay to such treas- 
urer 2 per cent. of the premiums re- 
ceived as required by section 133. By 
section 137, the superintendent of in- 
surance is authorized to license a lim- 
ited number of agents to write under 
certain circumstances policies for com- 
panies not admitted to do business in 
this State. By section 142, agents are 
prohibited from acting as such without 
procuring a certificate of authority 
from the superintendent of insurance; 
and section 143 prohibits ‘brokers’ from 
scliciting or procuring applications for 
insurance without procuring a like cer- 
tificate of authority, and also defines 
the term ‘broker,’ as used in this sec- 
tion, to include any person who acts 
or aids in any manner on behalf of the 
insured in negotiating contracts of in- 
surance, etc., for a consideration.” 


Court Erred in Assuming Status of 
Brokers 

The terms of the statute as embodied 

in section 49 are, I think, given their 

full effect and meaning when the term 

“agent,” appearing in the other sec- 

tions above referred to, and perhaps in 


A Sprinkler Valve with 


*‘Almost”” Human Faculties 


LATEST WORD IN DRY PIPE 
SYSTEMS 








How Air Pressure Operates the Mechan- 
ism—Only Air in the Pipes—Tech- 
nical Explanation 





A new model of dry pipe sprinkler 
valve has been prepared by the Grin- 
nell Automatic Sprinkler Co., which will 
soon replace all other valves in their 
equipment. For the information of 
fire insurance engineers and technical 
students a description of this valve, the 
latest improvement in this direction, is 
given below. By way of preface a few 
words concerning the use and develop- 
ment of dry pipe valves may be of 
interest. 


Functions of the Valves 

When there is likelihood of the 
sprinkler pipes being subjected to tem- 
peratures below that of the freezing 
point of water the dry pipe system is 
used. This differs from the ordinary 
or wet pipe system in that compressed 
air instead of water fills the pipes until 
a sprinkler operates, when the air 
quickly escapes and water is admitted. 
In order to thus control the flow of 
water dry pipe valves are used. Their 
function is to exclude water from the 
sprinkler system until a_ sprinkler 
opens. 

This seems a very simple thing to 
do, requiring nothing more than an 
ordinary check valve. There are, how- 
ever, practical difficulties, because with 
such a valve the air pressure must be 
maintained in excess of the water pres- 





some others, is held to include “any 
broker whose business, in whole or 
part, is to negotiate for and place 
risks, deliver the policies covering the 
same, and collect premiums therefor.” 
By this construction foreign insurance 
companies which have not complied 
with our laws so as to be entitled to 
write insurance upon property in this 
State are prevented from evading the 
law by availing themselves of the ser- 
vices of brokers, not commissioned as 
their agents to place policies in this 
State. The history of section 49 seems 
to support this construction. 

We think the trial court erred in in- 
structing the jury, as matter of law, 
that Kennedy and Mooney’ were 
agents of defendant. If they were in 
fact brokers in the transaction, and not 
authorized to represent and act for de- 
fendant, then they did not become de- 
fendant’s agents by virtue of section 
40 of the Insurance Law, and any 
knowledge or notice received by them 
from plaintiff in the course of solicit- 
ing plaintff to take out insurance, pre- 
pering her application, and negotiating 
for the policy is not to be imputed to 
defendant. 

The judgment and order appealed 
from should be reversed, and a new 
trial ordered, with costs to the appel- 
lant to abide the event. All concur. 
Salzano v. Marine Ins. Co., 159 N. Y. 
Sup. Digested for The Eastern Under- 
writer by Geo. J. Kuebler of the- Chi- 

cago Bar. 


sure in order to keep the valve closea 
and the water out. 

The late Frederick Grinnell was the 
first to appreciate this difficulty, and 
in order to overcome it he designed a 
valve having a small area exposed to 
the water and a large area exposed to 
the air, thus making it possible for air 
at a moderate and convenient pressure 
to hold in check water at a much great- 
er pressure. Valves of this type are 
known as differential valves and be- 
cause of their simplicity, reliability and 
ease in handling have been the only 
kind manufactured by the General Fire 
Extinguisher Company. The first dif- 
ferential valve was introduced in 1885 
and used until 1890. Its successor was 
the well known No. 12 which was the 
standard of the industry from 1890 to 
1907. Although in its later days the 
No. 12 was criticised because of its 
obstructed water-way when open, the 
difficulty of renewing the rubber air 
valve, the presence of fine threaded 
openings into the intermediate chamber 
and its dependence upon a latch, it has, 
nevertheless, participated in the extin- 
guishment of more fires than any other 
dry pipe valve and it has as good a 
record of consistently successful per- 
formance as any. 

How the New Valve Works 

The operation of the new valye, 
known as Grinnell Model “C,” to which 
is attributed almost human intelligence, 
may be described as follows: 

When the escape of air through an opened 
a has caused the air pressure on_ the 

per side of the rubber air valve to fall to 

out one-sixth of the water pressure acting 
on the under side of the water valve, the clap- 
per rotates through a small arc from its shut 
position to its open position, being closed by 
the falling of a latch weight. is opening 
action occurs in a smooth and quiet manner 
without shock or jar at any service pressure 
and is completely accomplished down to about 
five pounds per sq. in. water pressure. Once 
opened the clapper cannot be re-seated except 
ned after the removal of the hand hole 
cove 

The Model “tC” valve will open when the 
air pressure has fallen to about one-sixth the 
water pressure, or, as it is usually expressed, 
it has a ratio of six to one, in common with 
its predecessors. In these latter this ratio has 
been obtained by —- the area of the air 
valve six times that of the water valve, which, 
of course, must be the nominal size of ‘the dry 
pipe valve, as for example, six inches in di- 
ameter in a six-inch valve. The air valve of 
the Model “C” is but slightly more than three 
times the area of the water valve. The ar- 
rangement of the two valves is such, how- 
ever, with respect to the axis of rotation, that 
the air pressure has the advantage of a lever- 
age almost twice as great as that available 
for the water pressure. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 





The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUB BARD, Vice-President 
E. S. JARVIS "Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 














INCORPORATED 1794 





Nee COMPANY, 


E OF PENNSYLVANIA, 


308 a 310 0 WALNUT ST., PHILADELPHIA, PA. 
CASH CAPITAL, $1,000,000.00 


LIABILITIES, $2,585,923.98 


ASSETS, $4,012,344.68 


SURPLUS TO POLICY HOLDERS, $1,426,420.70 
AGENTS WANTED WHERE NOT REPRESENTED 





STRENGTH 


HENRY J. HOUGE' B. M. CULVER 
Assistant Secretaries 





INTEGRITY SERVICE 





A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and en, Explosion, etc. 
Works in Harmeny with American Agency Principles and 


JAMFS H. PREWSTER, Manage 
Hartford, Conn. 


Practices 

















14 


THE EASTERN 


UNDERWRITER August 11, 1916. 





Attempt to Handle 
Big Oil Ts ank Losses 


LIGHTNING CAUSES 95 PER CENT. 
OF FIRES 





Numerous Devices Have Sprung Up 
Lately to Protect Tanks—Insur- 
ance on Tanks 





During the past two or three months 
there has been an unprecedented num- 
ber of oil tank fires in different parts 
of the country. A tabulation of these 
losses in Oklahoma alone in the past 
three months amounts to $1,465,000. 
Included in this total are nearly 200 
tanks of all kinds from 250 barrels up 
to 55,000 barrels capacity, and one big 
pipe line station involving approxi- 
mately 1,500,000 barrels of crude oil. 

All but 10 of the tanks in question 
were ignited by lightning. Fire insur- 
ance engineers say that ninety-five per 
cent. of oil tank fires are due to light- 
ning. Also, in the cases referred to 
only one showed that the thunder-bolt 
actually crashed into the tank. In all 
other cases, as far as the reports show, 
the fires were set by the flicker of light- 
ning through the evaporations of the 
lighter oils which are always rising 
from crude petroleum. 

A tank containing 50,000 barrels of 
oil and owned by the Southwestern 
Pennsylvania Pipe Lines Co. was struck 
by lightning and set afire last week. 
The loss was $125,000. A 5,000-barrel 
tank owned by the Standard Oil Co. 
was also struck by lightning and its 
contents were consumed by fire. Part 
of the flaming oil ran down a hillside 
and into a creek, setting fire to several 
buildings. 

Insurance Rates Mounting 

The unusual losses this year have 
caused prohibitive rates on this busi- 
ness. Oil insurers at Tulsa, Okla., are 
quoting rates at 2.75 to 4 per cent., sub- 
ject to revision and a minimum rate of 
4 per cent. is expected in the oil dis- 
tricts due to the increasing number of 
losses. 

The situation in the oil industry has 
resulted in the introduction of a num- 
ber of devices to minimize or reduce 
the lightning hazard. Four of those 
that have been under recent tests are 
the Cunningham, the Donnell, the 
Foamite ana the Erwin protector sys- 
tems. 

There are two methods of protection 
—by prevention and by extinguishment 
after ignition. The Cunningham pro- 
tector has been used chiefly, as far as 
information is obtainable, in the pro- 
tection of wooden top tanks. Canvas is 
placed around the edge, and all cracks 
found in the wood are caulked with a 
tar and fire preparation, in order to 
prevent evaporation at any point ex- 
cept through the protector. This is a 
fannel-like device placed in the top of 
the tank with a fusible shut-off valve 
mechanism at the top shutting off the 
air and a double screen below to pre- 
vent back-fires. 

Engineers have little faith in the 
Cunningham method of _ tightening 
wooden top tanks as wind stress, ex- 
posure and contraction due to moisture 
as well as differences in temperature 
are bound to open seams in time. As 
the lightning invariably ignites the gas 
outside of the tank, it must be ab- 
solutely tight. 

A recent tank loss at Cleveland. 
Okla., of $500.000 was a 55,000 barrel 
tank, equipped with the Cunningham 
protector, it is understood. 

The Foamite system involves the use 
of two storage tanks and pipe lines 
with pump to spray a solution which 
settles on the fire in the form of gas 
bubbles and, under test, has put out 
oil fires in a few minutes. It is under- 
stood that the Standard Oil Co. has 
equipped its tanks at Bayonne, N. J., 
with the Foamite Protector. 

The Donnell Automatic protector is 
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LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
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intended to prevent the ignition of 
vapor rising from the tanks by light- 
ning, sparks or other means. It is in- 
tended as a practical outlet and inlet 
vent also. 

The Erwin apparatus developed by 
the N. H. Treadwell Co. of New York 
uses a solution producing foam and is 
credited with putting out tank fires 
without human assistance in forty to 
fifty seconds. 

The prevailing high price of crude 
oil makes the protection of the storage 
and refining tanks a matter of increased 
importance to the oil industry. The 
question of the hazard involved is be- 
ing given considerable attention by fire 
insurance engineers. 





SOMETHING CERTAINLY SHOULD 
BE DONE! 


The following letter has been received 
by the Niagara Fire Insurance Co. It 
needs no comment: 

Dear Sir: 

Could you do some thing for us, 
there is a party by the name of 
living on Railroad Ave, 

near Junction Ave., Corona, L. I. 

that is using a frame barn for a 

garage there is all so the frame 

building of Tiffanys Glass Factory 
right next which makes the place 
around very unsafe in case of fire 
she has a number of young men 
around smoking etc. 

Hoping you can so some thing. 

Thanking you in advance, 

(signed) All of the neighbors 

Corona L. I. 

Aug. 1. 1916. 





KEEP DOWN TELEGRAPH BILLS 





Writing a Good Telegram Not as Easy 
as Rolling Off a Log—It Can 
Be Done 





Some expenses are overhead and 
some are underhand. That is, they keep 
nibbling persistently and defy capture 
without concerted effort. One of these 
is waste in payment for mere verbiage 
in telegraph tolls. Every agent is asked 
to help reduce this outgo. Wire when- 
ever it’s necessary, but don’t waste 
words. If it’s possible, use night letters. 

Writing a good telegram is not as 
easy as rolling off a log, but with a 
bit of attention it can be done. 

Here is an object lesson in waste— 
one of many: 

Property damaged to the extent of 
twenty per cent. Insured under policy 
number 801,076. James W. Jones in- 
sured. Risk located eight miles south- 
east of town. What shall I do? John 
Jones, agent. 

There are 35 words, each figure in the 
policy number counting as a word. Edit 
it, and you will see it can all be told 
within the ten-word limit, thus: 

Partial damage twenty per cent. ter- 
minal number 976. Jones. 

The main office will know who Jones 
is; he needn’t specify himself as agent. 
The records will show a good many de- 
tails about the risk that need not be 
mentioned in the wire. And every un- 
necessary word is waste.—‘“Fireman’s 
Fund Record.” 





——____—__— 


FIRE ASSOCIATION PHILADELPHIA F A 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $9,091,141 


E. C. IRWIN, President T. H, CONDERMAN, Vice-President ¢ 
M. G. GARRIGUES, Sec. and Treas. ee 
R. N. KELLY, Jr.. Asst. Sec. and Treas 
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SCHAEFER & SHEVLIN 
2 LIBERTY STREET GENERAL AGENTS NEW YORE, W. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John a312 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 











THE YORKSHIRE *or onc cnetano 


ESTABLISHED 1824 
The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not hereto- 
fore represented in the United States 
. ‘ . U. S. BRANCH 
Frank & Dubois, United States Managers Ernest B. Boyd, Underwriting Manager 
Harry F. Wanvig, Branch Secretar Frank B. Martin, Supt. of Agencies 
NO. 8 MAIDEN LANE, NEW YORK 
NEW YORK LIFE INSURANCE & TRUST CO. U.S. TRUSTEE, No. 52 Wall St., N. Y. 
- EPARTMENTS—METROPOLITAN, Willard S. Brown & Co., Managers, New York, 
N. Y.; PACIFIC COAST, McClure Kelly, Manager, San Francisco, Cal.; CAROLINA- 
VIRGINIA, Harry R. Bush, Manager, Greensboro, N. C.; SOUTHEASTERN, Dargan 
& Hopkins, Managers, Atlanta, Ga.; LOUISIANA and MISSISSIPPI, Jas. B. Ross, 








BRITISH AMERICA 
ASSURANCE. CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 
Head Office, Toronto, Canada 
United States Branch 


*“STRONG AS THE STRONGEST’ 


The Northern Assurance Co. 
(LTD., OF LONDON) 


Organized 1836 
Entered United States 1854 


Losses Paid - - $102,000,000 January 1, 1916 
L ee oe MMOS  rvcccccvecessccevarecooecs $1,939,785.69 
osses Paid in U. S. - $36,000,000 Surplus in United States..... 776,621.82 
Total losses paid in United 
Eastern and Southern Departments States from 1874 to 1915, 
SEENOE - cocecsacsnntacissewes 23,984,892.36 


55 JOHN STREET 


NEW YORE CITY R. BROCK, President 


W. B. MEIKLE, Vice-Pres. & Gen. Mgr 











TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH; 
54 Pine Street - New York 
WrSTERN DEPARTMENT; 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT; 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 





H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 











LEASES ADDITIONAL SPACE 


J. S. Frelinghuysen & Co. leased the 
entire sixth floor of 105 William street 
last week and the accounting depart- 
ment of the agency moved into these 
offices on Monday. 




















August 11, 1916. 


THE EASTERN 


UNDERWRITER 


15 











PARCEL POST INSURANCE 


The Development of this Recent Side Line to Fire Insurance—What is 
Covered under the Class and a Specimen Policy Contract 
on Merchandise in Transit 








A number of the fire insurance com- 
panies have in operation a plan for the 
insurance of parcels of merchandise 
against loss from any cause whatsoever, 
including breakage, from time of de- 
posit in the post office of mailing until 
the delivery thereof to the addressee at 
any post office within the United States 
—including Canal Zcne, Hawaii, Phil- 
ippines, Porto Rico, Alaska and Canada. 


Amounts and Rates Charged 

The amount of insurance under the 
postal policy is as follows: 

In the unregistered mail when sent 
at first class or letter rate of postage, 
or when sent by parcel post fully pre- 
paid, not exceeding $10.00 where one 
certificate is used 21% cents; $25.00 
where two certificates are used, 5 cents; 
$37.50 where three certificates are used, 
7% cents; and $50.00 where four cer- 
tificates are used, 10 cents. 

In the registered mail, or fur parce) 
post shipments when first insured by 
the Government (liability for loss, if 
any, in excess of the amount for which 
insurance may have been granted by 
the Government), not exceeding $50.0u 
where one certificate is used, 214 cents; 
$100.00 where two certificates are used, 
5 cents; $125.00 where three certificates 
are used, 714 cents; and $150.00 where 
four certificates are used, 10 cents. 

These policies are accompanied by 
books of coupens, or insurance cer- 
tificates, containing 100, 200, 500, 1,000 
and 2,000, each $2.50 to $50.00. 


All that is necessary to secure the 
benefit of this insurance is that you 
hold one of the open policies on mer- 
chandise in a company, which is ac- 
companied with a book of certificates 
or coupons of convenient size. The in- 
surance is secured by enclosing the cer- 
tificate or insurance coupon in the par- 
cel with the goods, or in a letter with 
the invoice, and making the necessary 
entries on the stub for that purpose. 
There are no intricate details or other 
technical requirements. The whole 
thing is as simple as putting a postage 
stamp on an ordinary letter. The pol- 
icy costs you nothing. The insurance 
certificates are paid for at the time 
they are delivered. You use them when 
and how you please, without any notice 
to the company. Certificates not used 
are redeemable. 


Cost of Certificates 


Books containing certificates are as 
follows: 


100 certificates, 21%4 cts. each, $ 2.50 
200 certificates, 2% cts. each, 5.00 
500 certificates, 2% cts. each, 12.50 
1,000 certificates, 21%4 cts. each, 25.00 


Specimen of Parcel Post Policy 


No. 

OPEN PQLICY ON MERCHANDISE 
Stock Company. 

THE HOME INSURANCE COMPANY, 

New York, 
By This Policy of Insurance, 
In consideration of the sum of one dol- 
lar, and in further consideration of the 


several sums to be paid by the assured 
hereinafter named. 

Does insure 
on merchandise in transit by registered 
or unregstered mail, or by Parcel Post, 
addressed to any Post Office within the 
United States or the Dominion of Can- 
ada, or the Canal Zone, Guam, Hawaii, 
Philippines, Porto Rico, either United 
States or Canadian Alaska, the United 
Kingdom, Ireland or Germany, as here- 
inafter provided. 

N.B. Accounts, bills, currency, deeds, 
evidences of debt, money, notes or se- 
curities are not insurable under this 
policy. 

And the said Home Insurance Com- 
pany hereby insures, except where the 
package is insufficiently or inaccurate- 
ly addressed, the safe delivery of each 
parcel in which the assured shall use 
or enclose the insurance certificates 
furnished by the Company as herein- 
after provided, and in case of loss of the 
said parcel or of any part of the con- 
tents thereof, by fire, theft, or from 
any cause whatsoever (including break- 
age and/or damage), while the said 
parcel is in said mail or in the custody 
of the Post Office Department for trans- 
mission to any Post Office within the 
United States, the Dominion of Canada, 
the United Kingdom, Ireland or Ger- 
many, the said Company will reimburse 
the assured therefor. 

The amount of such loss to be the ac- 
tual value of the property lost or de- 
stroyed, not exceeding the amount in- 
sured, and to be paid to the assured, or 
his legal representative, after due no- 
tice and proofs of the same shall have 
been made by the assured, and received 
at the office of the said Company, in 
accordance with the terms and provi- 
sions of this policy, unless the property 
be replaced by the said Company. 

And it is hereby understood and 
agreed by and between this Company 
and the assured, that this policy is 
made and accepted upon the following 
terms and conditions, which are hereby 
declared to be a part of this contract, 
and are to be used and resorted to in 
order to determine the rights and obli- 
gations of the parties hereto, viz.: 

1. That merchandise shipped on con- 
signment, memoranda or approval is 
not covered hereunder unless agreed to 
by the Company in writing. 

2. That on all merchandise such as 
green fruits, butter, eggs, lard or such 
other articles as are perishable in their 
own nature, this policy shall cover the 
risk of fire, theft, pilferage and non- 
delivery only, excluding any risk of 
damage and/or depreciation. 

3. That all property insured under 
this open policy shall be carefully 
packed, well wrapped, and securely fas- 
tened; and that nothing shall be placed 
on the outside of the package which 
would tend to describe the nature of 
the contents. 

4. That all parcels shipped under the 
General Parcel Post Act of the United 
States—Act August 24, 1912,—shall com- 
ply with all the regulations for the con- 
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ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 
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duct of the Parcel Post System pre- 
scribed by the Postmaster General. 

5. That the assured shall enclose in 
each parcel with the goods or with the 
invoice, the insurance certificate fur- 
nished by the Company, and shall enter 
upon the stub from which the said cer- 
tificate is detached the name and ad- 
dress put upon the parcel, and also the 
date of mailing. 

6. That the subject matter of this in- 
surance be warranted by the assured 
free from loss or damage arising from 
riot, civil commotion, capture, seizure, 
or detention or from any attempt there- 
at, or the consequences thereof, or the 
direct or remote consequences of any 
hostilities, arising from the acts of any 
government, people, or persons what- 
ever (ordinary piracy excepted), 
whether on account of any illicit or pro- 
hibited trade or any trade in articles 
contraband of war, or the violation of 
any port regulations, or otherwise. Also 
free from loss or damage resulting from 
measures or operations incident to war, 
whether before or after the declaration 
thereof. 

7. That the amount of insurance un- 
der this policy is as follows, viz.: 

In the unregistered mail when sent 
at first class or letter rate of postage 
and when sent by parcel post fully pre- 
paid, not exceeding: 

$10 where one certificate is used, 2% 
cents; $25 were two certificates are 
used, 5 cents; $37.50 where three cer- 
tificates are used, 7% cents; and $50 
where four certificates are used, 10 
cents. 

In the registered mail or for parcel 
post shipments when first insured by 
the Government (liability for loss, if 
any, in excess of the amount for which 
insurance may have been granted by the 
Government), not exceeding: $50 where 
one certificate is used, 2% cents; $100 
where two certificates are used, 5 cents; 
$125 where three certificates are used, 
7% cents; and $150 where four certifi- 
cates are used, 10 cents. 

8. That in the event of loss covered 


by this policy the insured shall file a 
tracer with the Postal Authorities in 
the effort to locate the shipment. 

9. That losses shall be immediately re- 
ported to the Company, or its agent, and 
the original envelope or wrapper shall 
be procured, if obtainable, and accom- 
pany the notice of loss. 

10. That the lost or damaged prop- 
erty may be replaced by the Company. 

11. That before or at the time of pay- 
ment of a loss the assured shall assign 
and transfer to the Company all right, 
title and interest in and to the lost par- 
cel, and in and to whatsoever money or 
property may be recovered on account 
of said loss from the Post Office De- 
partment, or any of its officers or 
agents, or from any other person or cor- 
poration whatsoever. 

12. That this policy may be cancelled 
by either party giving five days’ notice 
in writing; provded, however, that such 
cancellation shall not affect any risk 
then pending. 

It is furthermore hereby expressly 
provided and mutually agreed, that no 
suit or action against this Company for 
the recovery of any claim by virtue of 
this policy shall be sustained in any 
Court of Law or Equity, unless such 
suit or action shall be commenced with- 
in twelve months next after the loss 
shall have occurred. 

It is further understood and made a 
part of this contract, that no agent of 
the Company has authority to waive 
or modify any of the conditions of this 
policy. 

Notice required by law to be stated 
in this policy—tThis is a policy of a 
stock corporation and is issued under 
and in pursuance of Sections 130, 131 
and 132 of the Insurance Law of the 
State of New York. 

In witness whereof, this Company has 
caused these presents to be signed by 
its president and attested by its secre- 
tary, but this policy shall not be valid 
unless countersigned by the duly au- 
thorized agent of said Company at New 
York. 





Capital Stock 
Re-Insurance Reserve 
Reserve for 

Liabilities 
NET SURPLUS 


TOTAL ASSETS 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 


STATEMENT JANUARY 1, 1916 


Unpaid Lesses and All Other 


ee 


DANIEL H. DUNHAM, President 


$1,000,000.00 
2,955,812.00 


382,114.00 
2,708,837.00 


$7,046,763.00 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 








Assets 
Liabilities c..cccevsccecs 


Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 

STATEMENT JANUARY I, 


Surplus .....cccccccccccccccccccsccccecs 
UNITED STATES BR NCH 

123 WILLIAM ST., NEW YORK 

J. H. LENEHAN, 

AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


1916 
$2,063,315 


922,699 
1,140,616 


United States Manager 








of the United States 


ASSETS 
Real Estate (Equity)............- $ 254,500.00 
Mortgage Loans ........sesseeeees 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and Office........ 38,387.53 
Agents’ Balances .........seseeeee 81,266.65 
Interest and Rents Due and 
Aversa — ccvcoscavescicvareoveces 27,215.03 
All other AGBOUB. ......ccsscoccccce 4,692.31 
en $1 614,627.81 
ROBERT J. WYNNE, Pres. 
New York City Agent 
WM. SOHMER, William St. 
New Y City 





First National Fire Insurance Company 


Statement of Condition Dec. 31, 1914 


Washington, D. C. 


LIABILITIES 

Outstanding Fire Losses.......... $ 30,278.41 
Unearned Premium Reserve...... 244,603.01 
Accrued Charges on Real Estate 18,646.29 
All other Liabilities.............. 8,156.78 
Capital Stock Fully Paid $877,275.00 
Capital Stock Partially 

SS eee rrr 22,260.70 
Surplus —«.....scccccccceces 404,407.62 
Surplus to Policyholders.......... $1,303,943.32 

Teteh  cccncecscccscocsvcccocesces $1,614,627.81 


JOHN E. SMITH, Managing Underwriter 


Brooklyn —— 
FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y. 
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Explosion Insurance 

Notwithstanding the recent explosion 
on Black Tom Island, fire underwriters 
are showing a willingness to provide 
coverage for the explosion hazard and 
large insurers, who have written in 
the past only fire coverage, are supple- 
menting this with indemnity from loss 
by explosion. There are less than 
twenty companies writing this class of 
business at the present time, but it is 
expected that the number will be 
greatly increased because of the grow- 
ing offerings of explosion lines. 

*» * 


Tribute to Miss Goldman 
Editor The Eastern Underwriter: 

You placed Miss Goldman in the 
right place, “The Human Side,” for 
there is no one more human than Miss 
Goldman. The letter published in your 
paper is just a minor instance of her 
character. I have known her to give 
a helping hand to unfortunates at all 
times, no matter who it was. 

I, as an old insurance man, do heart- 
ily approve of Miss Goldman’s letter. 

A Veteran Insurance Broker. 

New York August 5, 1916. 

* o* 


Soldiering on the Border 

A letter from a William street insur- 
ance man, now with the National Guard 
at Nogales, Arizona, gives some light 
o* camp life on the Mexican border: 

“Your letter of the 20th received, 
and as letter writing always was hard, 
this Army life makes it a d—— sight 
harder, because we are running on any 
particular schedule, and a man seen 
writing a letter means he _ hasn’t 
enough to do, so right away they start 
out to find something and usually suc- 
ceed within two or three minutes. 
However, I’m taking that chance now 
as it’s too hot for the officers to be 
prowling about. 

“When we first arrived we missed 
all the conveniences, etc., but now it 
seems almost as though we had always 
lived this sort of life, which is sure 
one that will eventually kill or cure. 

“Have had my attack of the prevail- 
ing camp complaint and am just get- 
ting over my attack of heat fever, so 
have a little more time than usual. 
When it gets you, it gets you right, and 
you fairly burn up for about ten hours 
uptil you can catch up with it. 

“Hoping this will find you and the 
rest at the office in good condition and 
spirits—not necessarily good spirits, 
because we can’t get those down here. 
boot-legged and Los 
Angeles beer is 50 cents per bottle, 
so on $15 per month, we just naturally 
dcn’t drink, and the heat is too much 
for the stuff. Good luck and write 
when you can.” 

a ~ * 
Corporal Ludlum. 

Clarence A. Ludlum, Ja., son of Vice- 
President Ludlum of the Home Insur- 
ance Company, who enlisted in Com- 
pany B. Seventh Regiment New York 
National Guard in March, 1916, as a pri- 
vate, was on August 3rd appointed a 
corporal of that Company. This honor 
was-conferred on him because of his 
thorough training, and reflects no little 
credit on his proud father, the vice- 
president of the Home. Corporal Lud- 
lum’s regiment is located at McAllen, 
Texas. 

* ~ a 
Edgar Addresses Rotary Club 

Albert H. Edgar, manager of the rat- 
ing department of Biedler & Book- 
myer, addressed the Philadelphia Rota- 
ry Club last week on adequate insur- 
ance. 








Held Up by the Constable 
A special agent of one of the more 
prominent New Jersey companies had 
occasion to visit Washington, N. J., 


during the past week. On alighting 
from the train he asked an officer stand- 
ing near by where the tax office of the 
village was located. The officer pro- 
ceeded to interrogate him to some 
length as to the size of his shoes, color 
of his eyes, his place of residence, 
where he had been quite recently (what 
a question to put to a special agent) 
and numerous other queries, only to 
learn that said officer was there to see 
that a quarantine against infantile pa- 
ralysis as instituted by the village was 
not violated. 

In view of the fact that the special 
agent was well over thirty-three years 
of age and somewhat over five feet, nine 
inches tall and of good insurable 
weight he characterized the officer’s 
quizzing with the thermometer register- 
ing 103 in the shade as quite out of 
order. 

The most distressing feature about 
the whole matter was that the officer 
held the special agent just long enough 
to cause him to miss the busses from 
the station to town, and he was com- 
pelled to put his pack over his back and 
hike it. 

eee 

N. S. Reviere, of N. S. Reviere and 
Company, of Pittsburgh, general agents 
of the Casualty Co. of America, is visit- 
ing New York. 
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MY AUTO, ’TIS OF THEE. 





My auto, ’tis of thee, 
Short cut to poverty— 
Of thee I chant; 
I blew a pile of dough 
On you two years ago, 
And now you refuse to go, 
Or won’t, or can’t. 


Through town or countryside 

You were my joy and pride, 
Oh, happy day; 

I loved thy gaudy hue, 

Thy nice white tires so new, 

But now you’re down and through, 
In every way. 


To thee, old rattle box, 
Came many bumps and knocks, 
For thee I grieve; 
Badly thy top is torn, 
Frayed are thy seats and worn; 
A whooping cough affects thy horn, 
I do believe. 
{ 


Thy perfume swells the breeze, 
While good folks choke and wheeze, 
AS we pass by; 
I paid for thee a price 
’Twould buy a mansion twice, 
Now all are peddling “ice”— 
I wonder why? 


Thy motor has the grip, 

Thy spark plug has the pip, 
And woe is thine; 

I, too, have suffered chills, 

Ague, and kindred ills, 

Endeavoring to pay my bills, 
Since thou were mine. 


Gone is my bank roll now, 
No more ’twould choke a cow, 
As once before; 
Yet if I had the mon, 
So help me, John—Amen, 
I’d buy a car again, 
And speed some more. 


—Exchange. 
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PRES. LOTT MAKES COMPARISON 





But New York Plate Glass Co. Figures 
He Cites Are Those of 10 
Years Ago 





Editor, The Eastern Underwriter, 


In your issue of August 4, there ap- 
peared an article reading as follows: 


“WE BEAT ALL COMPETITORS” 





Casualty Company’s Advertisement 
Funny to William Street Although 
Its Truth Is Conceded 


Looks 





One of the smaller casualty companies in- 
serted an advertisement in a New York daily 
newspaper Wednesday morning which read: 

“We beat every competitor in the 
land replacing broken glass which 
we insure. 

“Come where you can get real 
service.” ‘ 

The “ad” was set in big “scare” type and 
presumably referred to the,losses in connec- 
tion with the Black Tom Island explosions. 


To one who was innocent of any knowledge ot 
the volume of plate glass business carried by 
the different companies, this would look like 


commendable enterprise. It is noticeable by 
contrast, however, that the more important plate 
glass writing companies are making no claims 


about having cleaned up adjustments on these 
losses. Every available man in these compa 
nies is working day and night making sur- 
veys and commandeering glass and _ glaziers 
wherever possible. These companies don’t ex- 
pect to have completed work on their losses 
for many days yet. This company’s advertise- 


ment, accordingly, carries an inference that 
makes its claims ridiculous, if true and their 
truth is conceded. 


The United States Casualty Company 
is the “one of the smaller casualty com- 
panies” you mention, and inasmuch as 
the New York Plate Glass Insurance 
Company is the only competitor whose 
officers have kicked on account of our 
advertisement, 1 am comparing our size 
with its size. 

The “Spectator Handy 
1916 gives these figures: 

United States Casualty Company: 
Reserve for fire insurance, $1,084,823; 
assets, $3,190,205; surplus to policyhold- 
ers, $1,300,000. 

New York Plate Glass Insurance Com- 
pany: Reserve for re-insurance, $251 
302; assets, $789,157; surplus to policy- 
holders, $495,141. 

(Signed) £DSON S. LOTT, 
President. 
United States Casualty Company. 
New York, August 7, 1916. ‘ 


Chart” for 





Editor’s Note.—Mr. Lott’s comparison 
is between the figures of the United 
States Casualty Co. for 1915 and the 
New York Plate Glass Insurance Co. for 
1906. This is doubtless an error on Mr. 
Lott’s part. The comparison Mr. Lott 
wished to make (using the figures of 
the “Spectator Handy Chart”) showing 
the results at the close of 1915, follows: 


Reserve Surplus 
for Re- to Policy- 
insurance Assets holders 
U. S. Casualty: 
$1,084,832 $3,190,205 $1,300,000 
N. Y. Plate Glass: 
300,388 1,067,362 674,886 


It should be borne in mind that Mr. 
Lott is making a comparison between 
a multiple line casualty company and 
a company writing but one class of 
risks, namely, plate glass insurance. 





AETNA ON MUTUAL TRUST BOND 


Newark, Aug. 9.—The State depart- 
ment of banking and insurance has no- 
tified the Aetna Accident and Liability 
Company that it intends to look to that 
Company for the $20,000, the amount 
of the bond of Thomas S. Byrne, secre- 
tary and treasurer of the Mutual Trust 
Company, Orange, which closed its 
doors July 24. 





HAEHN-ANDERSON CO. FORMED 


G. A. Anderson has combined with 
W. J. Haehn in the formation of the 
Haehn-Anderson, Jamestown, N. Y., 
fire agency, 
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ACT ON PLATE GLASS RATES 


TAKES 





AGAIN 
HAND 


DEPARTMENT 





Hearing Set for To-day—dAction Result 
of Suspension of Rules and Rates 
on May 26 





The New York Insurance Department 
has again taken a hand in the conduct 
of the plate glass insurance business 
and will hold a hearing at 11 o’clock 
to-day on charges of discrimination 
against certain of the companies which 
resulted from the suspension of rules 
and rates by the Plate Glass Service & 
Information Bureau on May 26, 1916. 

In connection with the same matter 
the Plate Glass Insurance Exchange 
will hold a meeting on Tuesday, the 
following notice of which was sent to 
the companies last Friday: 

Notice of Meeting 

“A special meeting of the Plate Glass 
Insurance Exchange of New York will 
be held at 1 Liberty Street, Tuesday, 
August 15, 1916, at 10:30 o’clock, A. M. 

“In accordance with Article XIV of 
the Constitution, notice is hereby given 
that the following resolutions will be 
offered: 

“Resolved: That Article IX of the 
Constitution of this Exchange be 
amended to read as follows: 

“ “TERRITORY 

“*The territory under the supervision 
of the Exchange shall be the State of 
New York.’ 

“Resolved: That Article VIII of the 
Constitution of this Exchange be amend- 
ed to read as follows: 

“ ‘VOTING 

“ ‘Bach member of the Exchange shail 
be entitled to one vote and an affirma- 
tive vote of two-thirds (2-3rds) of those 
present and voting shall be necessary 
to pass any resolution.’ 

“An additional clause of the Penalty 
Rule passed at the meeting of August 
14, 1915, will also be proposed as fol- 
lows: 

“‘*No policy which is the subject of a 
complaint and under consideration by 
a complaint committee shall be can- 
celled after a complaint has been made 
for the purpose of avoiding the penalty, 
and if in the opinion of the Complaint 
Committee cancellation shall have been 
so avoided a penalty of an amount equal 
to 25 per cent. of the full Exchange pre- 
mium shall be paid to the complaining 
company.’ 

“Appeals from decisions of complaint 
committees may also be received and 
decided at this meeting.” 

Correspondence With Department 

The following letters written by the 
Insurance Department explain the situa- 
tion: 

(Letter Addressed to all Companies.) 
“Dear Sirs: 

“In November, 1913, your company 
was requested to file with this Depart- 
ment: 

“1, A copy of all policy forms used 
by your company in this State in the 
writing of plate glass insurance, and all 
rider forms attached to same; 

“9. A schedule or manual showing 
your plate glass rates in effect in this 
State from December 1, 1913, in con 
nection with the above policies and 
riders. 

“In accordance with the above your 
company at that time filed its rules and 
rates effective on December 1, 1913. 
You are herewith requested to file with 
this Department all changes from the 
filed rules, rates or forms adopted by 
your company on plate glass risk in 
New York State outside of the New 
York City territory since December 1, 
1918, and the dates on which such 
changes went into effect together with 


Casualty and Surety News 





a copy of the circular or other form of 
notification by which such changes were 
promulgated by your company. 

“You are furthermore requested to 
furnish this Department with a com- 
plete list of all policies written in de- 
viation from your adopted rules, rates 
or forms, together with the reasons for 
such deviation. 

“Your prompt attention to this matter 
is desired. 

“Respectfully yours, 
“JESSE S. PHILLIPS, 
“Superintendent of Insurance.” 

The following letter was sent to Su- 
perintendent Phillips on August 4 by 
the chief examiner of the Underwriters’ 
Association Bureau: 

“Dear Sir: 

“Because of the numerous complaints 
coming to this Department alleging un- 
fair discrimination on the part of the 
companies writing plate glass insur- 
ance throughout the State outside of 
New York City, a letter was addressed 
to all of such companies requiring them 
to furnish this Department in addition 
to other information, a list of all poli- 
cies written in deviation from their 
adopted or filed rates. 

“The following companies have re- 
plied to this circular request by admit- 
ting that a number of policies have 
been written in deviation; for various 
reasons, mainly on account of the cler- 
ical work involved, the details regard- 
ing these deviations having been fur- 
nished: 

“Casualty Company of America, 

“Fidelity & Deposit Company of Mary- 
land, 

“Great Eastern Casualty Company, 

“Lloyds Plate Glass Insurance Com- 
pany, 

“London & Lancashire 
Company, 

“Metropolitan Casualty Company, 

“New York Plate Glass Insurance 
Company, 

“Royal Indemnity Company. 

“In addition to the’ above, there are 
a number of other companies who have 
not yet sent satisfactory replies to the 
Department’s circular letter. It is, how- 
ever, recommended that the above com- 
panies be cited to appear before you in 
order that you may determine whether 
the policies issued by these companies 
in deviation from their adopted or filed 
rates constituted unfair discrimination 
within the meaning of the law. It is 
further suggested that the details re- 
garding such deviations be submitted 
to you at such hearing.” 


Indemnity 





AMERICAN INDEMNITY EXPANDS 

The American Indemnity, of Galves- 
ton, Texas, has been admitted to a num- 
ber of additional States and now oper- 
ates in 22 States including New Jersey, 
Pennsylvania, Massachusetts, New 
Hampshire, Delaware, Maryland and the 
District of Columbia. 

The Company has appointed at De- 
troit, W. M. Brown, manager of the 
casualty department and R. L. Gueyden, 
manager of the fidelity and surety de- 
partment, to act as joint managers suc- 
ceeding A. M. Creed, resigned. 
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AFTERMATH OF THE EXPLOSION 


WHAT BROKE WITH THE GLASS 








Interesting Things that Occurred With 
Settlement of the Plate Glass 
Losses Last Week 





Nearly every plate glass underwriter 
in New York City did more hard work 
last week than he had ever done in any 
one month before. 

Major A. White, president of the 
New York Plate Glass, spent a good 
portion of his time for the first two 
days trying to explain to reporters 
from the daily newspapers the intri- 
eacies of plate glass insurance. That 
he succeeded was shown by the clip- 
pings one invariably found other plate 
glass men carrying around. 

In almost every instance, underwrit- 
ers estimated that their losses would 
average about $50 per case. The ever 
increasing price of glass made this fig- 
ure a trifle low. 

The manner in which every glazier 
in New York City and vicinity “made 
hay while the sun shone” was the com- 
plaint of every plate glass man in the 
business. One man told of an instance 
which seems to be characteristic of the 
jump in price of glass where he had 
replaced a light of glass two weeks 
nrior to the explosion at a cost of $90. 
The same light was broken on Sunday, 
but this time the Pittsburgh Plate 
Glass Co. charged him $236 to re-set jt. 

All Interested in the Leaders 

The first question put by plate glass 
men when asked about their losses 
was “What did the Lloyds or the Met- 
repolitan or the New York have?” It 
seemed to be the universal opinion that 
each of these three companies would 
have not less than $50,000 in losses. 

In many instances losses could be 
recorded by location only, and for this 
reason The Eastern Underwriter could 
secure no aefinite figures.last week. 
The exact loss could not be determined 
until it was known whether there was 
only one break at a location or a half 
dozen. 

One large department store had four 
lights valued at $600 apiece, every one 
of which was broken by the explosion. 

William S. M. Silber, manager of the 
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plate glass department of the New 
York office of the Maryland Casualty, 
when asked by The Eastern Under- 
writer for his loss figures, said he 
would first have to get the consent of 
the Company, for this reason the 
Maryland Casualty’s figures were lack- 
ing from the tabulation in last week’s 
issue. He admitted that they were in 
excess of $1,000. 

Lloyds advertisements appearing in 
the issues of last Monday morning’s 
Times, Sun and Herald created quite 
a sensation both in and outside the 
business. Other companies emulated 
the Lloyds to the best of their ability. 

Jose N. Ferrer, superintendent of the 
plate glass department of the Casualty 
Company of America, started to work 
on his losses on Sunday morning and 
by evening had all of- his employes who 
could be reached by phone working 
with him. By Monday evening he had 
employed ten surveyors and had or- 
dered 78 losses. At 5 o’clock on Tues- 
day his total losses ordered were 133, 
and on Wednesday he had ordered all 
that had been reported. 

The deluge of loss report papers re- 
called several vacationing plate glass 
men to a week of exceptionally hard 
labor. 

C. H. Bainbridge, Brooklyn manager 
ot the New York Plate Glass, saw 
early in the loss adjustment proceed- 
irgs that there was going to be a scar- 
city of glass and that what was avail- 
able would only be procurable by fancy 
prices, so he purchased outright the 
entire stock of a Brooklyn dealer 
valued at $30,000. 





NARROWLY ESCAPED BIG LOSS 





Company Re-insuring Another Declined 
Plate Glass Line That Proved Total 
Loss Last Week 





A company that re-insured recently 
the business of the New England Casu- 
alty Co. declined at the time to take 
over a certain large department store 
line of plate glass. This proved to be 
an excellent bit of underwriting for the 
Black Tom Island explosion made a 
loss on the risk of about $2,000. This 
business came to the New England 
Casualty through re-insurance and the 
loss falls back on the original writing 
company. 





GETS BIG GLASS LINE 
As a result of the explosion loss, the 
Great Eastern Casualty last week is- 
sued policies on a risk that had never 
before been insured, covering seventy- 
five locations. The explosion losses of 
this risk had totalled $2,700. 





WIND UP SURETY COMPANY 

John F. Yawger, receiver of the 
Metropolitan Surety, will make appli- 
cation to the Supreme Court of New 
York at the opening of the special term 
Sepetmber 9, for a discharge. 
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LAST WORD BY MR. COWLES 


IN TILT OVER STATE FUND 








Vice-President of Travelers Cites New 
York Pension Shortage as Illus- 
trating Condition 





In the exchange of letters between 
Walter G. Cowles, vice-president of the 
Travelers, and Henry D. Sayer, secre- 
tary of the New York State Industrial 
Commission regarding the operation of 
the State Funu for workmen’s compen- 
sation insurance, Mr. Cowles has the 
last word so far. He cites the failure 
of the New York City pension funds as 
bearing out his contentions regarding 
tke State Fund. Mr. Cowles says in 
part: 

“It strikes us that in the following 
quotation from your letter you actually 
centradict yourself: 


You plead that you have the 
right to state that the rates of the 
State Insurance Fund in connec- 
tion with its dividends, “are prob- 
ably producing a fund which is in- 
sufficient to meet its ultimate re- 
quirements.” The right to make an 
assertion or prediction of this char- 
acter may be conceded, but the 
statement which you did make was 
of a very different sort. 


“We think you are quite mistaken. 
The statement we made was exactly of 
the same sort and differed only in 
method of expression. You concede 
that we may state our belief, which 
we cannot prove, that by means of low 
rates and dividends you are producing 
an insufficient fund, and yet you deny 
us the right to say that if the State 
Fund stop writing business it would 
not have a sufficient fund with which 
to liquidate its future obligations. If you 
honestly believe it, you might with pro- 
priety say of the Travelers Insurance 
Company that if it was compelled to 
rely wholly upon its workmen’s com- 
pensation premiums in New York State 
and was obliged for any reason to stop 
writing business, the premiums would 
not be sufficient to pay the future 
losses. 

Much Material Not Available to Fund 

“We have much material and experi- 
ence to assist us in accurate rate mak- 
ing which is not available to the State 
Fund. Theoretically stock companies 
are no more immune to mathematical 
errors than are State Funds, but the 
difference is that we have other sour- 
ces from which we may obtain funds 
to meet any failure in mathematics 
when that failure is demonstrated in 
the future, while you have none. The 
State Fund stands before the world as 
a collecting and disbursing agency 
upon a reserve basis. It has collected 
premiums which in the judgment of 
those who manage it are sufficient, and 
it has declared dividends which in the 
judgment of those who manage it have 
been earned. The result is a net fund 
held for the liquidation of obligations, 
some of which extend far into the 
future. It is the adequacy of this fund 
which we question. It is the adequacy 
o. this fund which you say we have 
a right to question, and yet you insist 
that our statement is equivalent to an 
assertion that the State Fund is insol- 
vent at this time. Insolvency would 
not necessarily follow an inadequate 
fund if you had other resources. Our 
statement is strictly limited to the 
adequacy of your present fund. If the 
inadequacy of the fund means eventual 
insolvency the fault lies in your plan of 
organization rather than in our state- 
ment. 

“The substance of the whole situa- 
tion is, we think you are buying your 
winter clothing on a summer basis and 
may suffer when winter comes. If you 
had another suit stored away some- 
where, you would be all right, but you 
heve not. 

“We would not charge nor be willing 
to admit that a failure to collect and 
retain sufficient premiums to meet 
future obligations is an evidence of 


unsound management. It is rather an 
evidence of the fallibility of mathe- 
matics when used for the projection 
oi the future cost of liquidation. 


Failed in Spite of Known Experience 


“Since our correspondence began a 
new illustration of this situation has 
developed right at home by the report 
ef the investigation of the several pub- 
lic pension funds of the City of New 
York. Extensive comment upon this 
situation is quite unnecessary. We only 
refer to it for one purpose. Presum- 
ably, at the inception of these several 
funds, actuaries were employed to pro- 
ject their probable cost. Whether or 
not these computations were upon a 
basis which would capitalize future ob- 
ligations immediately or were upon a 
progressive basis having eventual capi- 
talization as its result we do not know. 
We do not even know that actuaries 
made any figures, but we presume they 
did, at least somebody did. Whoever 
Cid it had vastly more statistical infor- 
mation than is available to the State 
Fund or any of the stock companies 
for the purpose of computing the nec- 
essary rates for the compensation oOb- 
ligation. These actuaries could avail 
themselves of the long standing mor- 
tality tables, annuity tables, survivor- 
ship tables and many other carefully 
peepared statistical results covering a 
very long period of years. These ac- 
tuaries were not entering an unex- 
plored region. They were dealing with 
conditions which have been dealt with 
for a great many years in the past and 
from which statistics have been ob- 
tained, and yet they apparently have 
made very serious errors, or at least 
some serious errors have intervened 
te produce the result which is now re- 
ported. These pension funds are anal- 
ogous to the State Fund in many re- 
spects, notably that they must depend 
entirely upon themselves, being sup- 
perted by no collateral resources. 


English Experience 


“You refer to the failure of a number 
of stock companies organized in Eng- 
land at the inception of compensation. 
At that time there was no government 
stpervision of insurance companies in 
England, and all sorts of things were 
done in the name of stock insurance. 
You might have added that no stock 
ecmpany in England obtained a suffi- 
cient premium fund to pay its compen- 
sution obligation for several years 
after the law became operative. Year 
after year premium collections proved 
insufficient. A large majority of the 
large English companies were operat- 
ing in conference and were entirely 
free from government restriction or in- 
terference in the matter of rates. The 
English compensation law was simple, 
the indemnities small and the periods 
short with lump sum settlements and 
early fall liquidation available. The 
English companies failed in their ma- 
thematics and those which survived 
were able to do so because they had 
other resources. When you call upon 
the English history, you are further 
cenfirming our statement.” 


TAKES OVER CASUALTY CO. 


FORM BONDING CO. OF AMERICA 








Business of Casualty Co. of America 
Continued Under New Name— 
Lines Unchanged 





Arrangements are under way by 
which the business of the Casualty Co. 
of America will be taken over by a new 
corporation to be known as the Bond- 
ing Co. of America. The new Company 
will have a paid-in capital of $800,000 
and a surplus of $1,200,000. The new 
Company will take over the entire busi- 
ness of the Casualty Co. of America and 
will be authorized to write all branches 
of casualty and surety insurance. 

It is understood that the administra- 
tion of the new Company will be the 
same as the present. There had been 
some objection to the proposed name 
of the “Bonding Co. of America” but 
the ownership of the majority control 
carried this point and the name has 
been approved by the Secretary of 
State. 

In the arrangements for the transfer 
of the business, a percentage will be 
allowed the old Company for good will 
off the unearned premium reserve. Be- 
fore any further steps are taken a pe- 
riod of six weeks must elapse during 
which the Company must advertise the 
change. 


Company’s Statement 

President EKdward L. Hearn yester- 

day made the following statement in 
explanation of the change: 
““The great increase in volume of 
business which the agency organization 
of your Company has produced during 
the past few years, and the consequent 
reserve requirements, have necessitat- 
el the constant increasing of capital 
and surplus of the Company, provided 
tnrough the payment into the treasury 
of the Company by the stockholders of 
$637,500 since December 31 last. 

“The subscription and payment of 
this amount proves both the desire and 
ability of the stockholders to fully pro- 
tect the interests of the policyholders. 

“Appreciating that the constant in- 
crease in invested capital is necessary 
tc keep pace with the producing ability 
o* your organization, a committee of 
stockholders representing more than 
seventy-five per cent. of the stockhold- 
ings of the Company has completed a 
plan for the reorganization of the 
property. 

“This plan provides for the continued 
maintenance of the Casualty Company 
of America as a qualified insurer under 
the laws of the State of New York, but 
provides that the new business created 
by the producing organization of the 
Casualty Company of America will be 
done through a new operating com- 
pany. 

“Arrangements have been perfected 
for the underwriting of the Bonding 
Company of America. The Bonding 
Company of America is being organized 
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with a paid-in capital of $800,000 and 
a paid-in surplus of $1,200,000. The 
ccntracts of re-insurance and assump- 
tion of liability to cover the taking over 
of all of the business and the agency 
organization of the Casualty Company 
oi: America have already been drawn 
for execution by the new organization. 

“The Bonding Company of America 
is a New York corporation, organized 
under the supervision of the New York 
Insurance Department, and its qualifi- 
cation to commence operation is being 
rushed to completion as fast as com- 
pliance with the statutory requirements 
of the State of New York will permit. 

“The committee of the board of di- 
rectors and stockholders, representing 
niore than seventy-five per cent. of the 
stockholdings of the Company, in 
adopting the plan herein outlined are 
giving the policyholders, stockholders 
and agents alike the very best that is 
i: them. We know that you appreciate 
the practical impossibility of our sub- 
mitting every detail, until consummat- 
ea, to all vitally interested, but the 
fact that the New York Insurance De- 
partment and the Treasury Department 
of the United States show their confi- 
dence in our efforts and are in close 
touch with and thoroughly advised as 
to our plan is sufficient guarantee that 
the interests of policyholders and 
agents are amply protected.” 





TRAVELERS PAYS BOMB LOSS 





Two Persons Killed During Prepared- 
ness Parade at San Francisco Tost 
Company $10,250 





Two of the six persons killed in the 
recent bomb explosion in San Francisco 
were insured in the Travelers of Hart- 
ford; and their death cost the Company 
$10,250. The bomb was in a suit case 
and was set down in a saloon on a cor- 
ner while the great preparedness pa- 
rade was marching by. In addition to 
the two who were killed something like 
a half hundred were seriously injured. 

Lea H. Lamborn, of Alameda, Cal., 
who held a position in the “Sunset 
Magazine” was one of those killed. He 
was 56 years old and his policy was 
dated March 2, 1907. The original prin- 
cipal sum was $2,500, but it had been 
increased by its accumulative feature 
to $3,750. 

George L. Painter, of Berkeley, Cal., 
a physician and surgeon, 46 years of 
age, had been insured to the extent of 
$5,000, and the accumulative feature 
had increased it to $6,500. He had only 
been insured since August, 1912. 

The two sums were paid by the Trav- 
elers within a few days of the explo- 
sion. 





GETS ELIZABETH INSURANCE 

Elizabeth, N. J., Aug. 9.—The con- 
tract for Union county’s liability insur- 
ance was awarded by the miscellaneous 
committee of the Board of Freeholders 
to the New Jersey Fid. & P. G. Insur- 
ance Company, of Newark, which wrote 
the insurance, amounting to $57,000 for 
a yearly premium of $312. This was 
the lowest of ten bids submitted, the 
others running as high as $700 for an 
annual premium. 





RYLAN TRANSFERRED 
H. C. Rylan, who has been attached 
to the San Francisco office of the 
Travelers for some time was trans- 
ferred to the New York office of the 
Company this week as assistant to Wil- 
liam C. Aken, cashier. 





WILSON VISITS NEW YORK 
W. R. Wilson, the enthusiastic and 
progressive general agent for the 
casualty lines of the Aetna Life at 
Cleveland, O., visited New York last 
week. 





Troy, N. Y., has decided to carry its 
own compensation risk. 
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When your _ prospect 

Salesmanship firmly insists on having 

in Meeting a certain policy issued 

Competition by some other company 

the “Standard Cog” pro- 
poses that the agent use his salesman- 
ship ability instead of writing his com- 
pany to meet the terms of his competi- 
tors. This idea is worked out by the 
Standard Accident as follows: 

“It is the opinion of real salesmen 
that competition may be overcome by 
comparison of articles, rather than by 
the duplication of competitor’s work. 
Some of our competitors publicly an- 
nounce that they will duplicate any 
policy issued by any company. It is 
generally true that the agent’s commis- 
sion in such cases is reduced to the 
point where it seems certain that he 
pays the freight. This Company does 
not make a practice of duplicating com- 
petitor’s policies. There are two very 
good reasons: First, it is not neces- 
sary. Second, it depreciates the stand- 
ing of our Company. Frequently a 
prospect has seen and become infatu- 
ated with a particular type of policy is- 
sued by some other company. He wants 
those particular benefits in that particu- 
lar form. Under these conditions you 
have an opportunity to demonstrate 
whether or not you are a salesman. 
Under these conditions, the well-known 
psychological principle known as sug- 
gestion, is applied. The application of 
this principle is readily understandable 
and very simple. You are attempting 
to separate from the assured’s mind one 
idea and replace it with another. It is 
your object to uproot him from concen- 
tration on one subject and to direct his 
concentration to another. Suggestion 
is the greatest power in the hands of a 
salesman. Any man can sell another 
what he really wants. That is not sales- 
manship. That is merely order taking. 
There is often a vast difference between 
what a man wants and what is really 
best for him. Lack of information is 
usually the basis for an incorrect choice. 
This Company does not pretend to give 
every possible form of insurance which 
has been or may be granted by our 
competitors. We do contend that in 
our outfit which we furnish to every 
agent, there is competitive material for 
any form of insurance granted. You 
can uphold your own dignity, the dig- 
nity of your Company and convince 
your prospect that you know your busi- 
ness, and that you are a real salesman 
under all conditions, if you will famili- 
arize yourself with the contents of your 
red book. Know what your policies 
cover and know how to use them—not 
always in the stereotyped, same old 
way, but by twisting combinations and 
attaching additional benefit riders.” 

* ae * 


The tendency on the part 
Necessity of of many men to raise a 
Sticking to side issue when talking 
Main Point about some special policy 
in order to put off-the 
signing of the application is used by the 
Massachusetts Bonding & Insurance 
Co. to caution its agents to recognize 
such cases and deal with them accord- 
ingly. The current issue of “The Co- 
ordinator” advises as follows: 

“One of the most important, and often 
the most difficult, features of soliciting 
business is sticking to the main points. 
Prospects are very prone, when half 
convinced and wavering with indeci- 
sion, to lead the discussion off at a tan- 
gent by bringing up phases of the pro- 
tection in which they may not be really 
interested, but consideration of which 
serves to postpone their decision on the 
main point, i. e., whether they will take 
the bond or policy offered. Lacking 
the power or inclination of decision, 
they seek diversion either unconscious- 
ly or deliberately. They must be hu- 
mored, of course, and their questions 


Special Talks With Local Agents 





answered courteously, but the success- 
ful solicitor will not be trapped into any 
long discussions of the points thus 
raised. To the contrary, he will answer 
as briefly as possible and get right back 
to the main point. Where a prospect 
is without protection he must be kept 
firmly in consideration of the various 
reasons why protection is necessary to 
him. Where he is partially protected 
he must not be allowed to wander far 
or long from the need of additional cov- 
erage. And where your bond or policy 
is to supplant that of another company 
he must have always before him the 
points of comparison which you wish 
to make.” 


* * * 
There is a_ peculiar 


Some trait in human nature, 
Other Fellow’s especially among acci- 


Territory dent and health agents, 
that is worthy of com- 
ment. Frequently we receive letters 


from representatives in which they 
state conditions are such in their terri- 
tory that it would be useless to even 
make an attempt to get business. They 
say their town is dead, and consequent- 
ly they long for a new field. They seem 
to think that the other fellow’s grass is 
greener, and if they could only have 
another territory they could make things 
hum. Finally becoming justly impatient, 
the company decides to make another 
agency appointment in that territory, 
and perhaps succeeds in securing a live 
wire, who jumps right into the work 
with a royal good will and without tak- 
ing the time to inquire as to the local 
conditions, gets right busy and the ap- 
plications begin to come in. He gets 
results because he works, and because 
he keeps everlastingly at it, and the 
fellow who said it was hopeless opens 
his eyes in amazement at the success 
of the new agent. Finally he wakes 
up, and writes in, objecting to the ap- 
pointment of the new agent, telling 
what he was just going to do if we 
hadn’t made the other appointment, etc., 
etc. The fact of the matter was that 
he had been paying heed to the remarks 
of calamity howlers, those fellows who 
are always out of work and naturally 
find fault with everything, and he list- 
ened to their remarks so much that he 
finally agreed with them. 


“We are from Missouri,” as the say- 
ing goes, and we have mighty little use 
for the fellow who spends his time try- 
ing to make excuses as to why he 
doesn’t get business for us in his par- 
ticular field. There isn’t a place in this 
whole country where business in our 
line can’t be had if the real effort is 
made; and when a man has received 
the agency appointment and has had 
reasonable opportunity, if he fails to 
come across with at least some results, 
we have mighty little further use for 
him, and the sooner we can make a 
change, the better for all concerned. 


It is mighty seldom that we find an 
agency from which satisfactory results 
are not forthcoming, but what when we 
dig down deep enough we also find the 
real reason for that condition is the 
fact that for some reason we are not 
getting the necessary effort to justify 
results. Within the past month we had 
a case of a man who has been with the 
Company for several years, who had not 
been getting the business for us that 
we felt we should. Without any first- 
hand knowledge we knew that it must 
be that he was not working as he 
should, although he kept telling about 
how the conditions in his field made the 
work difficult, etc. We put him on the 
carpet, with the result that he came 
across finally with the statement that 
he just hadn’t worked. He now sees 
his mistake, and has promised to get 
busy, and if he doesn’t, the Company 
has promised to have a new representa- 
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GEORGIA CASUALTY COMPANY 


MACON, GEORGIA 


Surplus and Reserves as to Policyholders over $1,000,000 
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BURGLARY 
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PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


AUTOMOBILE INSURANCE 
LIABILITY 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 








Great Eastern Casualty Company 
Home Office, 55 John St., New York 
NOW WRITING 


The same high standard of service established by the Company in its 
Accident, Health, Burglary and Plate Glass Departments during the past 
twenty- five years will be maintained in our new departments. 


INQUIRIES SOLICITED FROM HIGH-GRADE AGENCIES. 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 
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Paid-In Capital $1,500,000 





a were 


Foun a Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Mesendieetia Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








tive in that field who not only can but 
will. 

It all boils down to the proposition 
that the man who works gets the busi- 
ness and makes the money, and the 
other fellow keeps busy making the ex- 
cuses. Your town is all right, condi- 
tions are fine, and if you are not getting 
the results that you should, the trouble 
lies with you, and you alone. Think it 
over, and if you are one of those who 
have been making excuses (even if only 
to yourself), cut it out, give yourself a 
good shake, and then start out fresh 
with the feeling that you can and you 
will, and you will surprise even your- 
self at what you will accomplish.—‘‘Na- 
tional Agents’ Record.” 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
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United States Branch 
SAMUEL APPLETON, United States Manage: 
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33 Broad Street, Boston, Mass. 
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The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 





The Agents’ Winning Combination 
LIFE—ACCIDENT AND HEALTH—INSURANCE 


Covering Permanent and Total Disability, 
and Weekly Indemnity for loss of time 


The Policyholders’ Winning Combination 


Guaranteed Cost and Good Service 








FOR AGENCIES AND SPECIMEN POLICIES, ADDRESS THE COMPANY 





ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING A 
NEW DISABILITY CLAUSE 


AANA 








Under this latest form, if the Insured be- 
comes totally and permanently disabled he 
rece:ves an income for life, without reduc- 





ing the income payable to the Beneficiary 





Pan-American Life Insurance Company 


New Orleans, Louisiana 


Cc. H. ELLIS E. G. SIMMONS 
President Vice-Pres. and Genl. Mgr. 
OUR RECORD 
Insurance in force ............ (over) $40,000,000.00 
Total Resources ........0eee0- (over) 5,250,000.00 


The recent merger of the Meridian Life with the Pan-American Life has opened up several 
rich and important territories in the South and North Central section, which will be 
assigned to Managers capable of handling and inspiring an agency organization of high- 
grade men. A rare opportunity to ambitious men to establish themselves in an inde- 


pendent and permanently: profitable business. 


Address E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, LOUISIANA 


after his death, any sums thus paid to him 
being in addition to and not in place of the 
income the Beneficiary. will subsequently 
receive. It isa form that may fairly be said 
to sell itself. Those seeking the latest and 
best in life insurance will do well t 

“e s investigate. : 
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LIFE ASSURANCE SOCIETY OF THE U. S. 
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San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 
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